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TWEEDIE FOOTWEAR CORPORATION 


atcunine footwear FOR YOUR CHOICE CUSTOMERS 
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THE New York Sun, in a recent 
editorial, said: 
“He Is an AMERICAN 

He is an American. 

He hears an airplane overhead, and 
if he looks up at ail does so in curiosity, 
neither in fear nor in the hope of see- 
ing a protector. 

His wife goes marketing, and her 
purchases are limited by her needs, 
her tastes, her budget, but not by decree. 

He comes home of an evening through 
streets which are lighted, not dimly 
in blue. 

He reads his newspaper and knows that 
what it says is not concocted by a bureau, 
but an honest, untrammeled effort to 
present the truth. 

He has never had a gas mask on. 

He has never been in a bombproof 
shelter. 





His military training, an R. O. T. C. 
course in college, he took because it 
excused him from the gym course, and 
it was not compulsory. 

He belongs to such fraternal organi- 
zations and clubs as he wishes. 

He adheres to a political party to the 
extent that he desires—the dominant one, 
if that be his choice, but with the dis- 
tinct reservation that he may criticize any 
of its policies with all the vigor which 


to him seems proper—any other as his 
convictions dictate, even, if it be his de- 
cision, one which holds that the theory 
of government of the country is wrong 


and should be scrapped. 





He does not bélieve, if his party is out 
of power, that the only way in which it 
can come into power is through a bloody 
revolution. 

He converses with friends, even with 
chance acquaintances, expressing freely 
his opinion on any subject, without fear. 

He does not expect his mail to be 
opened between posting and receipt, nor 
his telephone to be tapped. 

He changes his place of dwelling, and 
does not report so doing to the police. 

He has not registered with the police. 

He carries an identification card only 
in case he should be the victim of a 
traffic accident. 

He thinks of his neighbors across in- 
ternational borders—of those to the north 
as though they were across a State line, 
rather than as foreigners—of those to the 
south more as strangers since they speak 
a language different from his, and with 
the knowledge that there are now mat- 
ters of difference between his government 
and theirs, but of neither with an ex- 
pectancy of war. 

He worships God in the fashion of his 
choice, without let. 
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His children are with him in his home, 
neither removed to a place of greater 
safety, if young, nor, if older, ordered 
ready to serve the State with sacrifice 
of limb or life. 

He has his problems, his troubles, his 
uncertainties, but all others are not over- 
shadowed by the imminence of battle 
and sudden death. 

He should struggle to preserve his 
Americanism with its priceless privileges. 

He is a fortunate man. 

He is an American.” 


. cd . 


@PEN house was held by Justin 
folks in celebration of the 60th 
birthday of “The Southwest’s Only 
Shoe Factory.” This Fort Worth 
institution was started by Mr. and 
Mrs. H. J. Justin back in 1879 with 
e few shoe tools and a capital of 
25c. Today it is known the world 


¥ 


over for its cowboy and custom 
boots. 

The Justin boys, John, Earl and 
Sam, held open house for one and 
all in Fort Worth and Texas on 
Oct. 16 and 17 and told the story 
of the business in pictures of asso- 


JUSTIN 
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ciates and employees who have been 
with the business for years and 
years. 

So congratulations to the Justins 
and the next 40 years continuance 
of craftsmanship and integrity. 


A. A. BROWN of Marshall Field & 
Co. says: 

“Marked increases in sales in 
growing girls’ shoes during the past 
year can be directly traced to the 
demand of women for low heel com- 
fort type shoes. More and more 
women of all ages and of all varied 
social positions are becoming regu- 
lar customers in the growing girls’ 
shoe sections. For there they are 
able to find the best selection in 
well styled comfortable low-heel 


shoes.” 
* * . 


MMBAXEY JARMAN, president of 
the General Shoe Corporation, states 
that the usual “in-between” lull 
around Oct. 15, utilized in necessary 
preparations for the “swing over” 
to the manufacture of Spring models, 
will not occur this year due to sus- 
tained demand for Fall models. The 
“swing over” cannot be made be- 
fore Nov. 15 or later. 

Mr. Jarman also stated that his 
firm has submitted samples to trade 
envoys of both French and British 
Governments and are confident of 
getting orders for several hundred 
thousand pairs of shoes from them. 
However, any such orders, due to 
present sustained production, must 
be strictly future delivery. 
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CARL FLIESBACH, manager of 
Walk-Over Shoes in the Chicago 
area, says: 

“Prospects of increased prices 
seem to have much more of an 
effect on the men’s shoe business 
than on the women’s. Men are evi- 
dently more price-conscious than 
women since they are closer readers 
of the financial pages and discuss 
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—Will Knight, beloved shoe mer- 
chant of Portland, Oregon, sends 
me this one: 


There was a man who lived by the 
side of the road, and he sold hot dogs. 
He was hard of hearing, so he had no 
radio. He had trouble with his eyes, 
so he read no newspapers. 

But he sold good hot dogs. He put 
signs up on the highway telling how 
good they were. He stood by the side 
of the road and cried, "Buy a hot dog, 
Mister?" And people bought. 

He increased his meat and bun order. 
He bought a bigger stove, to take care 
of his trade. He finally got his son 
home from college to help him. 

But then something happened. His 
son said “Father, haven't you been lis- 
tening to the radio? Haven't you been 
reading the ne per? There's a big 
depression on. The situation 
is terrible. The domestic situation is 
terrible. Everything's going to pot.” 

Whereupon the father thought, “Well, 
my son's been to college, he reads the 
papers and listens to the radio, and he 
ought to know." 


So the father cut*down on his meat 
and bun orders, took down his advertis- 
ing signs, and no longer bothered to 
stand out on the highway and sell his 
hot = And his sales off almost 


overnight. 


“You're right, son," the father said to 
his boy. "We certainly are in the middle 
of a great depression.” 


font 


the current situation more thor- 
oughly in their daily business con- 
tacts. Their general reaction seems 
to be to go out and buy several 
pairs of shoes. Women, on the 
other hand, evidently prefer to wait 
for the latest styles, even if they 
may cost a dollar or so more.” 








THE U. S. Justice Department, 
which in the past few months has 
received hundreds of consumer com- 
plaints of price increases, is ex- 
pected to ask Congress for more 
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funds for the purpose, among others, 
of organizing “the rapidly growing 
consumers’ groups in this country 
into a force which in itself is capa- 
ble of resisting profiteering.” 

Assistant Attorney General Thur- 
man Arnold, head of the Depart- 
ment’s Anti-Trust Division, has sug- 
gested that in the organizing of such 
consumer groups the experience of 
the Consumers’ Counsel in the De- 
partment of Agriculture be used to 
coordinate the work of these organi- 
zations. The Consumers’ Counsel 
has a working contact with con- 
sumer leaders in 1400 cities but the 
functions of the office are limited 
to sending out correspondence and 
literature aimed at educating the 
consumer. Active organization work 
by a trained personnel, Mr. Arnold 
believes, can arise out of a nucleus 
necessary to examine and investigate 
complaints. 

“Once consumers’ groups realize 
that there is an organization to 
which they can appeal, which can 
subject their complaint to scrutiny 
and which can refer them either to 
the courts or to Congress, the public 
opinion may be built up against 
war boom prices.” 

Consumer complaints reaching 
Washington are generally being in- 
terpreted as indicative of the rise of 
consumer organizations into potent 
pressure groups. This development 
is a definite factor in conversations 
now going on between business rep- 
resentatives meeting with Depart- 
ment of Commerce officials under 
the direction of the Department’: 
Business Advisory Council. 








THE Chicago Wholesale Market 
Council votes: 

“We herewith pledge the Chicag. 
Wholesale Market Council not to 
raise prices arbitrarily during the 
present uncertain world conditions, 
at the expense of our customer- 
buyers and the public. But instead 
we agree to hold any price advanc:s 
strictly to higher costs for material -, 
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production, stock replenishments 
and such other increases as are ab- 
solutely beyond our control.” 

One hundred and twenty-seven 
firms have already signed the agree- 


ment. 


LAZY MARY, WILL YOU 
GET UP? 
Lazy Mary, will you get up, will you get 
up, will you get up, 
Lazy Mary, will you get up, and try 
these saner shoes? 
I know the fads you wore last night down 
at the dance were much too tight, 
They gave your toes the blues! 
* 7 
Lazy Mary, will you get up, will you get 
up, will you get up, 
Lazy Mary, will you get up, and soak 
your feet a spell? 
For I am sure these broader shoes are 
just the kind that you should use, 
I think they'll make you well! 
* - 
Lazy Mary, will you get up, will you get 
up, will you get up, 
Lazy Mary, will you get up and promise 
once for all, 
That you will never wear again monstros- 
ities that give you pain, 
When you go to a ball? 
—J. Epw. Turrr 


THIS is a plastic age all right and 
our compliments to Modern Plastics, 
the business paper of the field for a 
458-page book, giving the complete 
story of an industry whose progress 
starts from a discovery of casein, 
whose chief raw material source is 
milk. The chemist mixed that with 
formaldehyde, converting it into a 
tough, insoluble, horn-like mass. 
Since that time, the pyroxylin and 
resin plastics have been developed 
and today America uses well over 
a pound of plastics for every man, 
woman and child annually. 

Plastics play a part in shoes all 
the way from the heel covering to 
the cute containers now used in the 
marketing of baby shoes; and in 
shoe stores in everything from win- 
dow fronts to shoe horns. And it’s 
only the beginning—because now 
the glass-like plastics enter the field 


and it won’t be long before shoe 
shelves and everything will be plas- 


tic, for cleanliness and visibility. 


2 . 7 


BRAYMOND W. MILLER, presi- 
dent of the Agricultural Trade Re- 
lations, Inc., Stockton, Calif., says: 

“Almost two million farm families 
even in 1929, according to the cen- 
sus, had a gross income of less than 
$600 per family. Operating costs 
had to be met out of it. These low 
income farm families probably aver- 
aged less than $300 per year in 
actual buying power available for 
the purchase of goods and services. 
In 1935 this country had almost 
3,000,000 farm tenant families, of 
whom approximately one - third 
moved each year. Poverty, which a 
generation ago was largely unknown 
in many rural districts, today has 
filled the relief rolls until in many 
parts of the country there is little 
difference in the percentage of agri- 
cultural producers on relief and 
those in the city. 

“The farmer is doing his part to 
pass products on to the distribution 
line with the least possible amount 


[13] 


of handling and waste. In doing 
this he has carried a terrific load 
and paid a heavy price. It is a ques- 
tion whether a nation can survive 
with the members of its basic indus- 
try receiving less than a decent liv- 
ing for their services. Millions of 
farmers work long hours, seldom 
get interest for their capital invest- 
ment and in return have been able 
during the past few decades to earn 
only enough dollars to keep body 
and soul together. Many cotton pro- 
ducers and workers cannot afford 
to buy new cotton clothes for their 
families. It has been said that there 
are few farmers who could afford 
even once or twice a year to go with 
their families to a first-class restau- 
rant and buy back the very food 
which they originally produced. 
“The National Grange, the Amer- 
ican Farm Bureau Federation and 
the National Farmers Union, as well 
as the Association of Land Grant 
Colleges and Universities, have all 
gone on record as believing the 
greatest problem now confronting 
agriculture is the distribution of the 
goods after the farmer has sold 


















































“Will they be alright for dancing? My girl's big and awkward.” 
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STYLE INTEREST 


CENTERS 


NEW importance will undoubtedly be given to Amer- 
ican styles in the future as, in the midst of world unrest, 
American designers work to create ideas that will in- 
still life and interest into our everyday existence, while 
in less fortunate countries, style and such “unimpor- 
tant” details are forgotten for the most part in the 
rumble of war. 

Here in New York City, on Nov. 1 and 2, 19 of the 
leading manufacturers of style footwear in this coun- 
try will present the latest in new shoe designs for 
Spring. at the Spring Showing of the Shoe Fashion 
Guild of America at the Biltmore Hotel. 


ON THE BILTMORE 


More than ever before in its relatively short history, 
with conditions abroad as they are, this showing will 
be the center of keen interest as shoe men the country 
over look to these high style shoe manufacturers for 
new interpretations of current styles and new ideas that 
will create more interest in feminine footwear for the 
coming season. 

Creative ability, and this applies as strongly to style 
as it does to other more concrete lines of endeavor, is 
always increased under the stress of war. Whether this 
influence will be seen in the new styles to be brought 
out at this showing is yet a matter of conjecture, but 
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The Eyes of the Shoe Industry Will be Focused on 
the Biltmore Hotel, New York, on November I and 2, 
as the Shoe Fashion Guild of America Opens Its 
Showing of New American Footwear ‘Styles for Spring 


when the cream of this country’s shoe designers gather 
and jointly present their new ideas there is bound to 
‘ome out of this grist mill of style at least one outstand- 
ing idea that will set the theme for feminine shoe fash- 
ons during 1940. 

This showing of the Guild, beginning on Wednesday, 
Nov. 1, will be a straight business affair in the strict 
ense of the word. Unlike previous showings there will 
be no program of any kind. The featured noon lunch- 
con held on the second day of past showings will be 
excluded this year, as will speakers of any kind. In 
other words, the Guild feels that the exhibiting members 
will be able to have more time for business and will be 
hetter able to conclude their work without interruption 
of any kind. 

Because of the increased emphasis on American styl- 





EXHIBITING 


ing and keen interest in Spring prices, the members of 
the Shoe Fashion Guild look for a big increase in the 
number of attendance at the showing. In view of this 
approximately 2600 invitations have been sent out to 
retailers of Guild merchandise, both actual and pros- 
pective. The same policy will be in effect at this show- 
ing as at others in the past in that access to the affair 
will be by these invitations only. This policy has been 
found to work out well in that only actual or potential 
customers of Guild members are admitted so that the 
exhibitors can conclude their business without inter- 
ruption from other sources. 

The timing of these semi-annual showings of the 
Guild in the Spring and in the Fall has been found cor- 
rect not only by the exhibiting members of the Guild 

[TURN TO PAGE 34, PLEASE | 





MEMBERS 


Shoe Fashion Guild of America 


Avon Shoe Co., Inc. 

Beker & Friedman Shoe Co., Inc. 
Boyd-Welsh, Inc. 

Carlisle Shoe Company 

Delman, Inc. 

Andrew Geller Shoe Mfg. Co., Inc. 
Grossman's Shoes, Inc. 

LaValle, Inc. 

C. & A. LoPresti, Inc. 

L. Miller & Sons, Inc. 


Newton Elkin Shoe Co. 
Sbicca, Inc. 
Schwartz & Benjamin, Inc. 
Seymour Troy, Inc. 
Stetson Shoe Co. 

and its division 
M. N. Arnold Shoe Co. 
E. H. Strassburger, Inc. 
Unity-Grossman, Inc. 


M. Wolf & Sons, Inc. 








HAS THE BOOT COME 


Are Women going to Cover their Pretty-or-Not- 
So-Pretty-Ankies Again for the Sake of a New Sil- 
houette? 




















Top—We repeat I. 
Miller’s “Czarina” 
in lovely ankle- 
moulding suede 
with fur collar. 
(Boot and Shoe 
Recorder, October 
7.) Center—Clever 
use of the new 
high silhouette in 
this “Sandal Boot” 
with charming 
ankle line from 
Newton Elkin. 
Bottom — Smart 
litle walking 
bootie in reverse 
leather. A Tailored 
Shag from Pede- 
mode. 
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BBOOTS are no news in the Recorper. We have been 
showing them and talking about them for the past year. 
In the Nov. 26 issue of last year we showed a Schia- 
parelli boot in an article from our Paris correspondent 
on mid-season openings. In the May 27 issue of this 
year, we included a boot among the important new 
basic styles for Fall in the article entitled “What Will 
Your Customer Think of the New Fall Shoes?” On 
these pages we have reproduced photographs of boots 
appearing in the issues of Sept. 23 and Oct. 7 of this 
year. And as for spats, the Sept. 9 issue carried the 


ilustration of a gaiter by Bruyere in another dispatch 
from Paris. Smartly tailored Win- 


Nine out of 10 retailers, in the medium to high price yl re por —< 


field, whom we questioned on boots, look at them as spat silhouettes. Hand- 
only high style, high price novelties, something to dress a og Fs bglohe 
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up the department and to talk about. But we talked from Ireland. Photo ent 1 
with one buyer, whose department carries only one line — * eens ee ‘ 
F mm th 






of shoes over $8.75, and he has placed an order for a 












Spat of white box cloth with black 
Persian lamb collar. Black box cloth 
Long “Spattee” in black elasticized 










, Cold Winter Days? 


Top—Suede and calj 
make a sturdy but 


Benjamin. The suede 
thongs give a flatter- 
ing fit around the 
ankle. Bottom—A dis- 
tinctly military flavor 
in this suede and kid 
boot from M. Wolf. 
Note the suede plat- 


Shoes on 


ald,” sophisticated 
boot with a mediaeval 
feeling from Palter 
De Liso. (Boot and 
Shoe Recorder, Sep- 
tember 23). 


—— 
















boot to retail at $8.75, his reason being that he “wishes 
» be covered” on this item. Other retailers in the same 
imedium price field may follow suit. It all depends on 
how the public reacts to them in the next few weeks and 
how successfully they can be made in the medium and 
| lower price levels. 

There are good reasons why the boot might return 
to popular favor, provided the price limit can be met. 
. It is in line with the general trend to pre-war styles. 
2. It is also in line with the military influence in pres- 
ent fashions. 3. The popularity of high-riding shoes in 
the past few seasons may be another strong influence 
in their favor. 4. The growing vogue for more practical 














material with white Talon Fastener. 

Both types in many other colors. The 

spat with variety of furs to match 
costume. All from S. Rauh. 


: BACK IN EARNEST? 


Does the Additional Warmth Appeal to Them for 


by ELEANOR RUTLEDGE 


wee ee ee 





shoes—“shoes that are shoes”—-may make them a pop- 
ular cold weather type. 

These same arguments may be equally well applied 
to the return of the spat or high gaiter. Some women 
may return to the spats, as well as boots, of their youth 
from a kind of longing to get back to the good old 
days. The young things may take to them because they 
are something novel and rather dashing from belong- 
ing to the romantic period preceding the World War. 


THE opposite school of thought says that women will 
never go back to boots because they prefer the ankle 
flattery of low shoes, especially with the present short 
skirts. They contend that buildings are so well heated 
today that something warm about the ankle is not at 
all desirable. Neither of these arguments will carry 
much weight, however, if the boot silhouette suddenly 

strikes the popular fancy. 
We show on these pages a variety of types, from the 
[TURN TO PAGE 55, PLEASE] 



























1 THE beginning of No- 
vember should find you 
without any early Fall styles, 
and with stocks of staple num- 
bers complete but clean. A 
good day, too, to review your 
selling plans for November 
and | S—~ 8 to make sure 
nothing has been overlooked. 
Early plonning gets results. 


9 ARE you planning an at- 

tractive Holiday trim for 
your windows and store in- 
terior? You will need this ma- 


zt 


z$2 


ag 
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SHOE STORE CALENDAR 
for NOVEMBER 


9 ARE you planning to add 

any special lines of mer- 
chandise, such as women's 
handbags, toilet sets, luggage, 
etc., for the Holiday season. 
If you are going to do so your 
orders should all be placed 
very soon so that you will have 
your goods at the very start 
of the Holiday season. 


6 CHANGE all your win- 
dows today, and if you 
have been using the same 
backgrounds for some time 
change those too, Make all 
new display cards, and it is 
not too early to introduce the 
Thanksgiving theme. Make 
your displays "smart" display 
but be sure they are SELLING 
displays too. 


1 TODAY'S ad for Satur- 

day selling should fea- 
ture “Special Values for 
Armistice Day.” Play up sev- 
eral good leaders. No doubt 
you have some items you want 
to clear that can be used for 
this purpose. Make your ad 
big and impressive for it will 
probably have to compete 
with a newspaper full of ad- 


3 YOU will need a big, at- 

tention-getting ad in to- 
day's newspapers to bring in 
o Saturday crowd. It 
should be a good style ad, 
with the emphasis on “price” 
or ." Feature a good 
hosiery value in the same ad. 
If you want to advertise men's 
shoes use a separate ad. 


7 A POSTAL card mailing 

to your customer list this 
week, suggesting that now is 
the time to purchase house 
slippers for Christmas gifts 
might get some worth while 
business. Particularly if you 
back up the mailing with a 
good window and a good 
table display. Feature a pop- 
ular priced number. 


11 ARMISTICE DAY. Give 
the day recognition in 
= Begg = with a suitable 
isplay. y up er Armis- 
tice Day clade aed in 
your windows too. Make it look 
as though something was going 
on in your store and you will 
probably have a BIG day. Ar- 
range table displays of close- 
outs. 


15 ANOTHER week gone, 
and another check of 
your stocks to make. Make this 
a thorough check. Note the 
numbers that you ought to dis- 
pose of before December Ist, 
and make a list of them. Then 
put a price on each number 
that will sell it the first time 
you advertise it. 


4 GIVE a prominent win 
dow feature to the foot- 
wear price line which you 
played up in last night's ad 
Give a good display to you 
advertised hosiery value, toc 
for a hosiery special always 
pulls ‘em in off the street 
Have a table of house slippers 
in the main aisle up front. 


~ TIME for another weekly 
check of stocks. Every 
week now your stock check 
should show gradually declin- 
ing investment in styles and 
staples as you approach the 
Winter season. Watch hosiery 
lines carefully for “outs” in 
sizes or colors. Hosiery is one 
of your best volume lines from 
now until Christmas. Don't 
neglect it! 


1 SEND out a letter to 

your customers today 
telling them you are going to 
advertise a one-day mid-seo- 
son clearance for Saturdoy, 
and that you are giving them 
the opportunity to come in on 
Friday and get first choice of 
the bargains. Then list your 
specials. Mail the letter ‘irst 
class. 
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N ovember is an important month for shoe selling and for 
shoe promotion. Fall footwear comes into its own, particularly 
the active, outdoor, collegiate types of shoes that will be worn 
to football games and on the campus. Formal evening footwear 
gets its first important play with the approach of the Thanks- 
giving holidays. Plan to advertise, promote and display your 
Autumn styles to make November a banner profit month. 


17 RUN a big attention- 

getting ad featuring 
your one-day Soturday clear- 
once. Explain that you are 
clearing your stocks before the 
Holiday season, and that the 
styles offered are all good, 
smart Winter numbers. Empha- 
size that there are only a few 
pairs of each number to sell 
at the sale prices. 


91 YOUR holiday an- 
nouncement should be 
ready to place in the mails to- 
morrow, so that it will be de- 
livered Friday morning, for the 
big holiday selling season will 
start in earnest the day after 
Thanksgiving. And of course 
you are all ready with special 
boxes for gift merchandise and 
special wrapping materials. 


YOUR holiday window 
i were installed 
» Aer there is 

e to the win- 

. Make sure all gift 
counter 

displays where it is 
for customers to examine 
merchandise and make 
ions when the 


no 
ui 
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iLft 
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18 OF course your windows 

were all changed last 
night for today's one-day 
clearance, with all the adver- 
tised specials featured with 
big, flashy price cards and 
display cards that make it per- 
fectly apparent to every win- 
dow shopper that something 
out of the ordinary is going 
on in your store. 


99 COMPLETE your weekly 

check of stocks early 
today, so that you will have 
plenty of time to rearrange 
stocks for the holiday season 
and to put in place your in- 
terior holiday trim. And have 
your Christmas window trims 
all ready so they can be put 
in on Friday morning early. 


(Se Fe. 
YS i i 


30 HAVE you made your 
plans for December? 
Of course, the most important 
plan is to sell, sell, SELL, but 
without a program you cannot 
do an efficient job. Make sure 
that in your holiday planning 
you have not overlooked pro- 
motion of your regular foot- 
wear lines regularly through- 
out the month. 


9 THANKSGIVING DAY. 

Take a well earned holi- 
day today and rest up for the 
busy Christmas selling season 
that begins tomorrow. 


97 DO not change your 
window displays today 
unless you feel after looking 
them over that the arrange- 
ment can be improved. Make 
sure that all gift lines are well 
displayed, but be equally sure 
that your footwear lines have 
the window space to which they 
are entitled. Price every item 
in the windows. 


9 THE theme for this 

week's window displays 
can very well be "Smart Foot- 
wear for Thanksgiving.” This 
calls for fashion displays of 
course, with suitable display 
cards. Hosiery should have 
plenty of space, this week and 
every week from now until 
Christmas. Are your holiday 
backgrounds and interior trims 
ready? 


9 YOUR first Christmas 

gift ad should appear 
in today's papers. Feature 
your store as the place for 
practical gifts and give space 
to all your gift lines. Be sure 
and give some space to foot- 
wear in your ad for after all 
it is the backbone of your busi- 
ness at all times. 


98 WHY not follow up 
your Christmas an- 
no + iling of last 
week with one or two postal 
card mailings this week and 
next, calling attention on each 
card to one specific gift line? 
For instance, handbags this 
week and hosiery next week. 
Play up your popular selling 
price each time. 
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FOR 


IN its Ave- 19 issue, Boot AND SHOE RECORDER inv ited —_ men to sub- 
mit photographs © of the windows W which they planne for the annual 
promotion of National Men’s Shoe +. 9 to 16, in 
contest. Three prizes were to ee display men sub- 
mitting photographs o° of the windows w i ORDER S jon, best 
carried out the promo al Men’ s Shoe 
n these page th 
ome in execution, 
« wardrobe- 
_ and for this reason 


itted by: 


Frank D. Graves, Stetson Shoe Shop, 14 5. Dearborn St. 

ek. Carroll, Buckner- Ragsdale Mercantile Co., Charleston, Mo. 

Roger E- Hixson, Walk-Over Shoe Store, 614 Walnut St., Des Moines; 
Robert Kigar. Patterson Fletcher Co., Fort Wayne, Ind. 

w. L. Wardrip. Wm. Hahn & Co., Washington, p. C. 





B ‘ 2] 


outs of the soles, 
an effective contrast. 


Three Display* Entered in Boot and Shoe 


Recorder Contest Awarded Cash Prizes : 


Five Others Receive Honorable Mention 


Third prize winner, receiving a" 
award of $10.00, was this window 
ay G. G. Wagner of Brandeis, 
Omaha, Neb. This window was 
considered excellent because of 
the dramatization of the footwear 
wardrobe idea. 
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LEATHER AND 


HAROLD CONNETT 


66 THE 130,000,000 consumers of shoes and other leath- 
er goods in the United States, were they in possession of 
the facts, would have particular reason for believing 
that we had discharged our obligations to the full,” de- 
clared Harold Connett, chairman of the board of the 
Tanners Council of America, in opening the annual 
meeting of that body at the Palmer House, Chicago, 
Oct. 19. 

“Prices of footwear and other leather goods are low,” 
Mr. Connett continued. “It is not generally realized, 
for example, that shoe prices are currently only slightly 
higher than at the bottom of the depression in the early 
1930s. In 1929 the average wholesale price of shoes 
was $2.57—trecently it was only about $1.75. The tan- 
ning industry has played a part in making such prices 
possible. Leathers are produced today and sold at a 
price which would have seemed incredible 10 or 20 
years ago. The fact that our business record is deplor- 
able may be unfortunate, but in this connection it is 
irrelevant, for it remains true that the consumer’s dol- 
lar has and can purchase extraordinary shoe and leather 
values. The value will still be extraordinary in spite 
of any advances in retail prices that may be necessary 
by reason of increased raw material costs. . . . 

“Fortunately, our sources of raw materials are, in 
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SHOE PRICES LOW, 


TANNERS TOLD 


Consumer’s Dollar Will Still Have Extraordi- 
nary Purchasing Power in Shoes, Notwithstand- 
ing Any Advances in Retail Prices That May Be 
Necessary to Balance Increased Raw Material 
Costs, According to Harold Connett, Council 
Chairman—Russia’s Role Major Factor in Pres- 


ent War, Dr. P. F. Drucker Declares at Meeting. 


mest instances, wide and diverse. After the first shock 
of war a measure of stability has begun to appear. 
Conditions in the foreign markets are now better 
known; the tanning industry, by adjusting itself to this 
new state of international affairs, is able to assure leath- 
er buyers and consumers that their requirements will 
be efficiently met. 

“Whether we have met our responsibility to ourselves 
as fully or as well as to our customers and the public, 
is open to doubt. Because of this doubt we have chosen 
as the keynote of this Convention the words ‘Better 
Management.’ Recent events have had at least one result 
—they have forced us to realize that ‘Management’ is 
the vital issue at all times. The hectic developments 
of the last few weeks make us realize that our risks 
and burdens are tremendously magnified and that this 
time we cannot sit back and await results and hope 
for the best. How well we discharge our responsibilities 
during these times will be the test of whether we are 
capable of better management.” 

In the course of an address on the current world 
scene before the Tanners’ Council, Dr. Peter F. Drucker, 
international trade consultant and economist, empha- 
sized the changed economic background of the war in 
comparison with 1914. Doctor Drucker, author of “The 
End of Economic Man,” predicted that Russia would 
continue to play an extraordinary role in world affairs. 

Politically, said Doctor Drucker, the most important 

[TURN TO PAGE 38, PLEASE] 
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KNOWN FACTS ON Kilbactiedi! 


—. you consider the facts, 
you'll readily understand 
why so many manufacturers fit their 


shoes with the Goodyear Custom or 
Wingfoot Heel. 


In the first place, it’s a fact that 
your men customers prefer rubber 
heels —and it’s true that Goodyear 
rubber heels are the most popular 


of all. 


Alert manufacturers recognize these 
facts. And they know that the 
Goodyear Custom and Wingfoot 
are so well known for their comfort, 
long wear and value that they actu- 
ally add sales appeal to any shoes 
equipped with them. 


In other words, it’s a fact that 
manufacturers use these two heels 
to boost the sales of their shoes in 


your store! 

. . >. 
Goodyear's big magazine advertising campaign 
is adding more thousands tothe millions of 
friends already won by Goodyear Heels, TAWPS 
and other Goodyear shoe products. 


Wingfoot, TAWPS~ T. M.'s The 


THE GREATEST NAME IN RUBBER Goodyear Tire & Rubber Company 


MORE PEOPLE WALK ON GOODYEAR RUBBER HEELS THAN ON ANY OTHER KIND 





Tle foe 
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OUTLOOM 


Get Out of the Strait-Jacket 


WHEN prices are raised in back of the line, you've 
got to raise prices at the fitting stool. There’s no other 
way out of it and it’s time to begin price-planning for 
1940. You can carry the torch for the customer just 
so far, but you can’t jeopardize a business through 
your burning altruistic zeal. 

But how to do it? That’s the question! The mer- 
chant selling lines of shoes at $3.95, $6.50 and $8.75 
has had his business tied up, not in one strait-jacket 
but three of them. He feels he cannot break the bonds 
of price without losing trade. 

What’s so terribly wrong with the prices between 
$4 and $5; between $7 and $8 and between $9 and 
$10? Why should those three zones be a “No Man’s 
Land” in shoe selling? It seems utter nonsense for 
men who call themselves merchants to avoid those 
three price areas as though they were covered with 
mustard gas—and death would come to the business 
through any forays into that “No Man’s Land.” 

Here’s a case in point: A merchant selling $3.95 
shoes is asked to pay 20 cents a pair more. A lot of 
good work has been done back of the lines to keep 
the price rise that low—for, after all, in shoes of this 
price level, there’s a bigger relative material cost than 
in some of the shoes at higher prices. But, neverthe- 
less, the new shoes to be sold in the early days of 
1940 will cost a merchant an additional 20 cents a 
pair and maybe much more. 

Show me how any business selling shoes at $3.95 
can squeeze overhead, selling expense and retail costs 
so that it can absorb not only the 20 cents of factory 
cost but the 15 cent mark-on of retail store costs— 
because that’s relatively the total cost of the rise at the 
point of the fitting stool. So the new $3.95 shoes are 
at least $4.30—whether you like it or not. 

A 20 cent rise in the cost of $6.50 sellers gives you 
a little play ground—but maybe not for long. You 
have an area of 50 cents within which to put your 
price, but you are checkmated by the national emphasis 
that’s been put on that $6.50 price and until some of 
the big operators move, you’re going to be asked to 
explain—WHY UP when they stand pat? But it has 
got to be done! It’s got to be done! 

Now, when you hit the $8.75 bracket, you’re in for 
it—because a 20-cent rise was explained by the sales- 
man as something for the merchant to absorb—because 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


that was his expected contribution to the campaign of 
“holding the price.” 

So there you have it. Let the retailer hold the bag 
and go broke in the campaign of preserving the price 
at all cost. Let the retailer continue down the rut of 
rigid price lining. OR make a new year’s resolution 
right now—that flexible prices between $4.01 to 
$4.99—and $7.01 to $7.99—and $9.01 to $9.99 are 
no longer to be considered “No Man’s Land,” but 
the beginning of flexible price liberty in shoes 
that are built for a quality and not for a price. 

Furthermore, that in all national advertising, be- 
ginning the first of the year, that the price label be 
left off because of the possibilities of other rises. It’s 
time for the dictation of such prices as $3.95 and 
$6.50 and $8.75 to be ended and the democracy of 
flexible prices—quality retained—given serious consid- 
eration by an industry that has been too long in a 
strait-jacket. 

Your policy of holding prices to the customer at 
old levels, for the last quarter of 1939 has been right, 
but your policy for the opening of 1940 has got to be 
one of “change with the times and with the costs,” over 
which you have no control. 

Remember, the important thing in the life of your 
business is to continue and it can’t continue if you 
are doing business at a loss. You must make your de- 
cisions now, when you are purchasing your next season’s 
shoes. If you are an independent merchant or a de- 
partment store operator, you have an opportunity to 
rebuild a real business under the principles of quality 
first, and price to fit. Remember this, chains are not 
fighting independents today. They are fighting one 
another in the most vicious combat merchandising has 
ever known. They have become so large and powerful 
they can see no other adversaries but their competitive 
selves. Most of them will let quality decline to hold 
“the magic price”—so forget ’em. 

Adjust your business to the needs of a stronger set 
of policies in service to the public and readjust your 
prices so that you can continue to make a profit—for 
we are in a world of change and you just can’t sit and 
wait for the receiver. You are never going to see the 
old soft profiteering days again. You are in a tough 
business and you are in business to make a profit. 





QUESTION: 


What's different about 
Jarman Shoe advertising? 


ANSWER: 


It works!—In a poll of Jarman Dealers in every 
section of the country, 83 per cent stated that 
Jarman advertising brought new customers into 
their stores.—This advertising, in which advanced 
Jarman shoe styling and Jarman style copy set a 
smart pace, was the largest campaign ever run 
by a shoe manufacturer in Esquire Magazine. 
—For 1940, Jarman will run advertising in 
Esquire, the Saturday Evening Post and Life 
Magazines on a schedule 48 per cent larger than 
in 1939! 


JARMAN BHOE CO.. DIV. OF GENERAL SHOE CORP., NASHVILLE, TENN 
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Two Shoe 


‘First Citizen Honors 


JOHN W. CRADDOCK 


EACH year the Civics Clubs Coun- 
ceil of Lynchburg, Va., make what it 
termed a “First Citizen Award.” The 
idea is to honor a citizen who has 
rendered outstanding accomplishment 
or service contributing to the im- 
provement and general welfare of 
Lynchburg. The award was started 
last year and for the year 1938 it was 
given to the Honorable Carter H. 
Glass, United States Senator from 
Virginia. 

This year the Civic Clubs Council 
voted to confer the First Citizen 
Award upon John W. Craddock, 
chairman of the Board of the Crad- 
dock-Terry Shoe Corporation, Lynch- 
burg’s largest industry. 

It is interesting to note that an- 
other shoe manufacturer of national 
prominence, Henry L. Nunn, presi- 
dent of the Nunn-Bush Shoe Co., Mil- 
Waukee, was also designated a few 
Weeks ago as the “outstanding citi- 
zen” of his community by a commit- 
tee of the Cosmopolitan Club of Mil- 
Waukee. The award went to Mr. 
Nunn, according to the chairman of 
the committee, because of his work 
in establishing an employer-employee 
telationship at the Nunn-Bush Shoe 
Co. that has brought national recog- 
tition to the company. The Nunn- 
Bush plan has been described in a 


Manufaeturers 


J ohn W. Craddock and Henry 
L. Nunn Honored by Civic 
Groups of Their Respective 
Communities for Outstanding 


Service and Accomplishments. 


number of articles that have appeared 
from time to time in Boot AND SHOE 
RECORDER. 

John W. Craddock is one of the 
most outstanding examples of the 
major industrialist, who, from a 
small beginning in a small city 
and in a most competitive field, 
has built up one of the largest 
manufacturing establishments in his 
line and with it all has shown the 
broadest humanity, fair play and con- 
sideration for employees. So success- 
ful has he been in promoting good 
will between employer and employee 
that Lynchburg is noted throughout 
the United States as a favorable 
place in which to manufacture. 

With his brother, A. P. Craddock, 
who retired from the business a few 
years ago, and T. M. Terry, now de- 
ceased, Mr. Craddock started a small 
wholesale shoe business in Lynchburg 
in 1888. This business originally 
employed only 15 or 20 people, but 
due to a forward looking policy, 
steadily grew, establishing its first 
factory in 1902. This was the first 
shoe factory south of the Mason and 
Dixon line and grew until it is now 
running full time producing 5000 
pairs daily of women’s fine dress 
welts and Littleway shoes. 

By bringing capable superinten- 
dents, experienced foremen and a 
nucleus of skillful operators from 


Reeeive 


HENRY L. NUNN 


shoe centers in New England, Mr. 
Craddock was able to properly launch 
a new industry which has since be- 
come a major factor in the South’s 
economic structure. 

In 1906 the west end factory for 
the manufacture of men’s dress welts 
was established. The capacity of this 
factory has just been increased to 
6400 pair daily. 

Craddock-Terry Co. has always had 
a large business on women’s popular 
priced style shoes to retail in the 
lower brackets. In 1920 the Fort 
Hill factory was opened and is today 
making 10,000 pairs daily and run- 
ning to capacity. A few years ago a 
factory was established at Farmville 
to make work and service shoes. This 
factory manufactures 2500 pairs 
daily. 

During the past six months all fac- 
tories have been completely modern- 
ized so as to take advantage of the 
new methods in shoe manufacturing 
that have developed in recent years. 

The payroll of Craddock-Terry 
Shoe Corporation to Lynchburg, Va., 
labor is in excess of three millions 
yearly, with an output of shoes valued 
at more than nine millions, and the 
company has 3500 employees. 

Mr. Craddock’s activities have not 
only been confined to the shoe busi- 
ness. He has rendered valuable ser- 

[TURN TO PAGE 38, PLEASE] 






































NATHAN HACK 
Hack Shoe Company, Detroit, Michigan 





WE are grateful to the health agencies who have 
preached the importance of foot care among other im- 
portant health functions. In their zealous efforts to 
awaken a slumbering world against the neglect of the 
feet, they have not infrequently assaulted the entire shoe 
industry. They have heaped abuse, and rightfully so, 
upon the makers, purveyors and wearers of improper 
types of shoes. 

The everyday retail shoe man, however, has received 
more than his share of criticism. His meager knowl- 
edge of anatomy and limited training in the technique 
of foot fitting made him the laughing stock of these 
well-meaning benefactors and guardians of human 
health. 

The harsh and frequent criticism brought some satis- 
factory results for the benefits of a painfully afflicted 
foot suffering world. Many young and ideally gifted 
shoe men began to take their business tasks more seri- 
ously and undertook an intensive study of foot 
mechanics and shoe problems. This soon won them the 
gratification of many of their intelligent customers. 
While the combined health agencies preached, the am- 
bitious groups of shoe men practiced. 

Trade papers joined in the crusade for more and 
better shoes sold right, and Boot anp SHOE RECORDER 
was a notable example of this phase. They helped 
materially in their encouragement, advocating a new 
era of better shoemaking and scientific shoe fitting. 


THE HEALTH SHOE 
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Where the Shoe Man Fits 


There seems to exist a vast difference of opinion among 
members of the healing profession, educators and shoe 
men themselves, as to the status of a shoe man. His aims 
and purpose are questioned and criticised whether he 
sells “high style” or “corrective shoes.” 

The true aim and purpose of the shoe man is to fill 
the wants of as many shoe wearers as he possibly can 
attract to his store or stores. To accomplish this task he 
provides the types of shoes which, in his own opinion, 
will be readily sold to the best advantage of himself and 
his customers. His success or failure, therefore, depends 
upon the demand he creates for his wares through one 
of three established types of merchandise: 


1. High style quality shoes that appeal to the fashion 
quality minded customers. 

2. Shoes that appeal to the price conscious consumer 
whether they are high style or staple shoes. 

3. Quality shoes based on careful foot fitting service. 
such as the successful health shoe man has established. 


The type of shoes one features depends entirely upon 
one’s own personal taste and r Individual taste. 
differ. We all have our likes and dislikes. Some are in- 
born, others are acquired. Early training, circumstances 
and environment play an important part in the type of 
merchandise one chooses to feature. —WN.H. 








Iu Two Paris: PART ONE 
Part Two will appear in an early issue 






This is how the seed of the health shoe industry was 
first planted. It has since blossomed forth into a mag- 
nificent garden of bearing trees. The important part 
that it plays in the shoe world today and in the lives and 
happiness of a great many foot-conscious people in the 
United States is too well known. 

Every successful venture creates an army of imitators 
and imposters. This is just what has happened in the 
health shoe business. Imitators entered the field and 
their unscrupulous methods have placed the ethical 
shoe man in a doubtful light. Their cure-all methods 
and ridiculous claims have aroused the ire of members 
of the healing arts. Again they wrongfully condemned 
the entire shoe industry including the serious-minded 
health fraternity. The prestige of the sincerely inte: 
ested shoe men in many instances was caused to decline 
Their well-meaning efforts were questioned with su- 
picion. 


THE “Stop” and “Go” signs flashed on and off 
rapidly that it threw the shoe men into a state of con- 
fusion. “Stop misfitting your customers with incor- 
rectly constructed shoes; stop crippling the feet of tlc 
American people,” rang a loud warning into thei: 
ears, almost deafening them. “Go; advance yoursel: 
adopt more hygienic types of footwear that will tra: -- 
form the crippled foot into a healthy foot. Study t!e 
foot from an anatomical and physiological standpoi' | 
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MERCHANT AND HIS FUNCTION... 


**WV here does the shoe man’s responsibility begin and where does 


it end?” asked BOOT AND SHOE RECORDER in an editorial that 


caused considerable comment among retailers conducting stores of 


the service type. 


The delicate relations between foot doctor and 


shoe man are clarified in this important paper prepared for the 


New York State Shoe Retailers Association convention. 


by NATHAN 


Increase your store of knowledge to become better quali- 
fied and more efficient; etc., etc.” 

In the same breath the same mixed loud voices 
shouted: “Stop purveying shoes that have any bearing 
toward health. You cannot enter into a field that right- 
fully belongs to us. We members of the healing arts 
will tell you when and how to dispense your so-called 
health shoes; we are the nation’s chosen guardians of 
health. Our qualifications are beyond reproach, etc.” 

While these confusing “Stop” and “Go” signs proved 
bitter pills for the serious minded idealistically inclined 
shoe men, they nevertheless proved helpful in many 
instances. They taught the shoe man to think for him- 
self; to determine his status. 


IT is an established fact that ill-fitting shoes are not 
only the cause of a major portion of foot trouble, but 
many ailments are directly attributed to incorrect pos- 
ture; yes, the direct result of foot imbalance. 

Health guarding agencies and educators, shoe men 
and millions of intelligent men and women unanimously 
agree that properly fitted shoes will nearly always re- 
lieve many foot and body ailments that were caused by 
faulty footgear, incorrectly fitted. No one ever at- 
tempted to contradict that fact. 

When a foot-complaining customer enters an ethical 
shoe man’s store, neither he nor his clerks join in the 
customer’s chorus of bitter criticism about the shoes 
purchased at “so and so’s” store. An ethical shoe dealer 
rarely tells his prospective customers who come in com- 
plaining about their aching feet that the shoes worn are 
incorrectly fitted or that the last is wrong. He simply 
proceeds to fit his shoes in his own careful manner, and 
aims to improve on the fit of the old shoes. This, he 
usually does, for it is always easier to improve on the 
other fellow’s mistakes if one knows his own “shoe 
fitting” and has enough sizes and types to back up his 


knowledge. 


HACK 


The results are most always gratifying. The cus- 
tomer attributes the foot relief to foot cures and holds 
the shoe man in the highest esteem for the miraculous 
transformation that he has performed. The customer’s 
entire mental makeup takes on a new lease upon life 
since his (or her) aching feet no longer hurt or throb. 
She sings his praises everywhere and when she hears 
someone complaining about painful feet or leg aches, 
she invariably will persuade the sufferer to be sure to 
see her shoe man who “cured” her feet. 
elaborate upon his skill, and before the shoe man 
realizes, he is addressed as “Doctor.” 

The practical, level-headed shoe man refrains from 
gloating over the doctor complex. He simply and 
modestly explains to his admiring customers that he is 
a shoe man who specializes in correct shoe fitting and 
not in cures. “Our shoes do not ‘cure’ body ailments. 
Our shoes merely relieve foot troubles that are brought 
about through various causes, especially imbalance due 
to improper footwear. Not being doctors, we cannot 
diagnose your ailments, nor can we tell you whether 
or not your backache or swollen ankles are caused by 
your feet or by some other physical defect.” In so 
doing, the shoe man is responsible only for the shoes 
that he sells. Intelligent people appreciate the modesty 
and frankness of this shoe man. They place more con- 
fidence in him than they would if he made braggadocio- 
like claims about the curative powers of magic in his 
shoes or services. 

But, with all of the ethical shoe man’s modesty and 
sincere disclaims, many of his satisfied customers make 
sensational claims for his skill and knowledge; they 
shout to the world, acclaiming him as an “almost” 
miracle man, and it is these innocent and unintentional 
claims that create ill-feeling and suspicion not only 
among some members of healing fraternities, but even 
among shoe men themselves who do not comprehend 
the psychology of truly satisfied health shoe customers. 


She will even 
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' Inventor of Vamos Stretchable Material and sole 
Mos authorized distributor of shoe materials made with 
“Lastex’’ yarn. 
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IF SO, THEY ARE 


Sweat Proof - Germ Proof - Stretchable 


Advertised today in hundreds of news- 
papers from coast to coast, and proudly 
displayed in the windows of leading shoe 
retailers from Fifth Avenue to Holly- 
wood, “Vamosized” shoes are more than 
just stretchable shoes—they are “health” 


shoes in the truest sense of the word. 


Alfred Vamos invented stretchable 
leather, made possible by “Lastex” the 
Miracle Yarn, but he did not stop there. 
Having discovered how to make leathers 


that “give and live”, he went farther to 


insure that on the foot these leathers 


would defy germs and perspiration. 


Working in close cooperation with 
manufacturers licensed by the United 
States Rubber Company to weave shoe 
materials from “Lastex” yarn, a formula 
was worked out for the treating of the 
backing of stretchable leathers to render 
them proof against germs and perspira- 
tion. Every yard of backing material 
sold by Vamos is treated with this 


formula. 


NET RESULT: a Vamosized shoe means 
COMFORT. BEAUTY and HEALTH 


for samples of all shoe materials made with “Lastex”’’ yarn apply to 


ALFRED VAMOS 


406 MARBRIDGE BUILDING 


47 WEST 34TH STREET 
NEW YORK CITY, N. Y. 


410 NORTH 23RD STREET 
ST. LOUIS, MO. 


Sweat proof, germ proof “Lastex”’ backing is easily identifiable. Every yard is stamped 


at frequent intervals with the words “yg mos" 


Look for this guarantee. 
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Twenty Million Feet Can't Be Wrong 


Millions of people walk happily in new beauty and comfort — 
thanks to the stretch of “Lastex” yarn in footwear. Not yet 
two years old but already a giant in the shoe industry! Such 
is the amazing story of Vamos stretchable shoe materials, 
made possible by “Lastex” yarn. Sponsored by I. Miller & Sons 
with brilliant success in the Spring of 1938, shoes made with 
Vamos stretchable leather and fabric are now made by more 
than two hundred of America’s leading shoe manufacturers 


@Fseia sk ar 





Exaisit 
new Yore 


WORLD'S Fain 
—_— 


FOUR mm, ... =. 
LEADERS “=D or } 


of the 
1959 


SHOE PARADE 


Conservative estimates from manufacturers show that more than 
10,000,000 pairs of shoes were manufactured during 1939, employing 
“Lastex” yarn in its various applications. More manufacturers join the 
parade daily. It is predicted that 1940 will more than double 19391 For 
prices, models, samples, materials, apply to Alfred Vamos, 406 Marbridge 
Building, New York City, inventor of Vamos stretchable leather, and sole 
authorized distributor of shoe materials made with “Lastex” yarn. Write 
to address below for fashion booklet distributed at the beautiful “Lastex” 
Yarn Exhibit in the Consumers Building at the New York World’s Fair. 


Lashes . . THE MIRACLE YARN THAT MAKES THINGS FIT 
REG. U.S. PAT. OFF. 


An elastic yarn manufactured exclusively AA Psa, by United States Rubber Company 
1790 Broadway Uy New York City 
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1158 
Blu Oxford in 
Tan 
Norwegian Only 


1157 
Wing Tip in 
Tan Grain Calf 
Only 


1156 
Wing Tip in 
Tan Norwegian 
Only 


1161 
Black Calf 
1163 Saddle Oxford 
Black Calf 1162 
Oxford Same in Tan 
1164 Calf 
Same in Tan 
Calf 


Jhe Shoe thats Different 














DURAKALF 


Impregnated with Antiseptics 


Destructive to Molds and Bacteria 


Always a sanitary lining for vamps and quarters, 
Durakalf takes a new high place among hygienic 
lining materials. The rubber and pyroxylin which 
give Durakalf its salient characteristics are un- 
friendly to all micro-organisms. Now, treated 
with active germicides, which tend to prevent 
the growth of molds and bacteria and to elimi- 
nate perspiration odors, DURAKALF becomes a 
leader in this new field. 


The germicides used are on, and trapped 
within the material as shipped, and we ‘ex- 
pect their staying properties to be for the 
life of the lining. 


The 


RESPRO-SAN 
PROCESS 


Assures Long-Lasting 
Sanitary Qualities 


We invite your examination of the new 
SANITARY DURAKALF and Sock 
Lining Material. 


RESPRO Ine. 


CRANSTON, RHODE ISLAND, U. S. A. 


Makers of DURAKALF—TUFSTA—RESKRAF 
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Style Interest Centers 
On the Biltmore 
[CONTINUED FROM PAGE 15] 


but by other manufacturers of shoes, 
as well as other allied trades, and each 
season for the past several years has 
seen a growing number of manufac- 
turers with their lines on display at 
company showrooms in the city and ai 
various hotels. 

Indications are that this season wil 
see one of the largest gatherings of line: 
in New York at this time. With interes: 
keen as to increasing costs due to th 
war abroad, retailers will undoubtedly b: 
anxious to find out “the way the wind 
blows” as to prices on the new Spring 





lines and will flock in greater numbers 
than in past years to New York at this 
| time to meet with the representatives 
of the various lines at the McAlpin, 
New Yorker, Pennsylvania and other 
nearby hotels. 
Due to the unsettled condition of the 
| industry at the present time buyers and 
retailers are playing their cards pretty 
| close to their chests and instead of 
buying in anticipation or speculatively, 
are buying to fill their needs. Because 
of this, members of the Guild do not 
expect this coming showing to result in 
| a great amount of business but rather 
look for a great deal of “window shop- 
ping.” This will, undoubtedly, be the 
same condition to be met by other lines 
with retailers sampling instead of doing 
any appreciable amount of business at 
| this time. 


Rochester Shoe Dealers 
Association Reorganized 


ROCHESTER, N. Y.—Rejuvenation of 
the Rochester Retail Shoe Dealers As- 











sociation took place recently. 
William Pidgeon was elected presi- 


| dent at a meeting which was called 


by Ernest R. Park, president of the 
New York Shoe Retailers Association, 
with Harry H. Phelan, vice-president; 
George Kalb, secretary, and Fred L. 
Myers, treasurer. 

Another meeting—a buffet lunch and 
smoker—is scheduled for the evening 
of October 31, to which all persons who 
are connected with the shoe industry, 
here, in any way are invited. 

One of the first matters to receive 
attention is the suggested stabilization 
of rubber prices so that all retailers 
will be enabled to make a profit on the 





| sale of rubbers. 


Meetings will be held regularly 
throughout the coming year. 


Saks Issue New Pump Catalog 


New YorkK—M. J. Saks Shoe Corp. 
has just issued a new catalog-mailing 
piece on the famous Continental op ra 
pump. Consisting of a self-mailer ni 
return card, this new mailing piece 41as 
a distinctive typographic set-up w!.ich 
makes the listing of all the items ar- 
| ried in stock a really pleasant job. 
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PHOTO BY LAMBERT 


You just cannot help feeling en- PAST Mata ETT I MARSEET TT TM ins come a at 


thusiastic over the sales possibilities 

of men’s shoes bottomed with 

Kistler “BENCH BRAND” Sole 

Leather, when you see them. Then it will be per- 
fectly clear to you that this sole leather can do a 
lot to put shoe values “Up To The Front”. 

If you ARE familar with the lines of men’s 
shoes featuring Kistler “BENCH BRAND” Sole 
Leather, you know that the use of this famous 
bottom stock is a crowning achievement to a 
Manufacturing policy calling for up-to-the- 
minute lasts, patterns and workmanship. 

There is a wide market to be served with such 


values. It is receiving increasing attention. The 
idea that men want comfort, moisture resistance 
and wear with style and that they will pay for 
it, is gaining ground. Into that picture Kistler 
“BENCH BRAND” Sole Leather fits perfectly. 
In every test this sole leather shows up as 
heavy-hide substance, with an abundance of 
strong fibres closely knit, and permanently pro- 
tected by our long-time tanning process. It has 
the color, fine grain, mirror-like surface, supple- 
ness, moisture resistance and serv- 
iceability that pleases the leather- 
wise buyer. Be “Up To The Front” 
with men’s shoes bottomed with 
Kistler “BENCH BRAND” Sole 
Leather. You need not be on Main 
Street to enjoy a turnover at a 
favorable mark-up. 


————_ WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN. 1012 NORTH THIRD STREET. MILWAUKEE. WISCONSIN 
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Open Separate Men’s Store 


Fort WAYNE, IND.—The Wolf & Des- 
sauer department store recently held 
the formal opening of its new separate 
store for men. A streamlined shoe de- 
partment, carrying a complete line of 
shoes and accessories for men and 
young men, is a highlight feature of 
the new arrangement. The present shoe 
department, located in the basement of 
the store’s main building, remains un- 


changed. 


Cites Changes in 
Shoe Retailing 


BINGHAMTON, N. Y.—In celebrating 
their 51st anniversary, C. R. Strange, 
Inc., 14 Chenango St., drew attention to 
some of the changes which have taken 
place in shoe retailing during the past 
half-century. 

“Men did not wear low shoes at all,” 
said C. R, Strange in a large advertise- 
ment. “In fact, we believe it was in 
1898 that they bought the first men’s 
oxfords ever shown in Binghamton. 
They were light tan calfskin and re- 
tailed at $2.50 a pair and Mr. Skinner 
insisted they were stuck and would have 
to have tops put on some way before 
they would sell. { 

“There’s been many changes made 
necessary .since these two men (the 
store’s founders) sold shoes. They 
bought ladies’ shoes in sizes from 1 to 7, 
widths D and E. Today we buy ladies’ 


Fine New Store in San Bernardino 


San Bernardino, Calif.—L. P. Howe and his son, Bob, have recently opened a 

new and modern store in San Bernardino, Calif. An up-to-the-minute, stream- 

lined effect has been created in wall treatment, display bars, shelving units, e!c., 
in this new store layout. 


Mr. Howe says: “I have everything it takes to do a good job in this wonder/ul 

city—good shoes, a beautiful and well equipped store, and, judging from ‘he 

many people who have already visited us a most pleasing class of trade to be 
served.” 


In designing his store, Mr. Howe made use of the facilities offered by the Store 
Plan Department of the Brown a. Company, whose lines he features 
exc ly. 





shoes in sizes from 4 to 11, widths and Lewis Z. Skinner, who still | ves 
AAAA to E.” in this city. In 1896 Charles R. Stra: ge, 

The firm was founded in 1888 by the present owner, entered the > :si- 
Edward L. Strange, who died in 1901, ness. 
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They take your Store 


a PACK VALUE" 


—that’s why you need a Pittco Front! 


OUR store front is the face 
your business shows the 
world. If it’s worn and unat- 
tractive, it scares new patrons 
away, even though your mer- 
chandise is of top quality, your 
service excellent, the interior of 
your store bright and modern. 
Don't take a chance on los- 
ing business that should be 
yours. Make your store invit- 
ing to prospective customers. 
Remodel it with a Pittco Front. 
Experience has proved that 
Pittco remodeling sends sales 
soaring, wins new patrons and 
pays for itself in a compara- 
tively short while with the 

extra profits it earns, 
This shoe store in Jacksonville, Fla., is When 
modern. . . and tells it to the world with 
@ new Pittco Front of sparkling glass see your architect to assure an 
and metal. Here's an outstanding ex- 
ample of the change Pittco remodeling 
can work in a shoe store's appearance Our staff of experts will gladly 
. and in the volume of trade it is able 


to attract. 


you remodel 
economical, well-planned job. 


cooperate with him in plan- 








ning a Pittco Front to suit your 
needs. Use the Pittsburgh Time 
Payment Plan—2o0% down, the 
balance out of income. And 
mail the coupon for your copy 
of the Pittco Store Front Book, 
just off the press. 


MAIL COUPON for FREE BOOK 


| Pittsburgh Plate Glass Company 

2253-9 t Building, Pittsburgh, Pa. | 
Please send me, without obligation, your new 

book entitled “‘How to Get More Business | 


. “ca 


PITTSBURGH PLATE GLASS COMPANY 


“Pittsburgh” Stands for Quality Glass 
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The Largest Percentage of Children’s 
Wardrobe Money is Spent for Shoes!* 








Get your share of the money spent for their upkeep by 
selling mothers — — E and B LEATHER RENEWER. 


Made in all the popular shades — it covers scuffs — 
restores the color—renews the finish. 


Ask your jobber about the new 4 doz. Deal with 
attractive maple finish counter display included 
free! 
* 








Customers can now easily take proper care of their 
Antique Finish Shoes by using “E and B Custom Finish”—an 
English Bootmaker’s Cream that gives a Hand-Stained 
Finish on tan shoes. 


Easy to apply—simply rub on with cloth and rub off surplus. 
This leaves stitching and perforations in dark relief. 















Popular Size 25¢. 


*From Federal Reports. 


Providence, R. I. 








Ask Your Jobber. 


EVERETT & BARRON COMPANY 





This Helpful Counter Display Free! 









Toronto, Canada 





















Leather and Shoe 
Prices Low 


[CONTINUED FROM PAGE 22] 
new fact which vitiates every compari- 
son with 1914/18, is the German-Rus- 
sian treaty. It is undoubtedly a shield 
under which Russia attacks all along 
her border, but particularly in Asia— 
from the Dardenelles through Persia, 
Afghanistan and India to China. And 
the object of her attack is clearly the 
British Empire—the historical adver- 
sary of Russia all through the 19th 
century as the Asiatic sea power has 
always been the adversary and the ob- 
ject of attack for the Asiatic land 
power, Russia’s intervention has rele- 
gated the Western Front to second rank. 
It is clearly to Russia’s interests to 
have the war in the West go on for a 
long time; it is even more to her inter- 
est to have Germany attack in force 
and to hold out a long time. But the 
main interests of neither Russia nor 
Great Britain are on the Rhine; it is 
this that has given the Western cam- 
paign the unreal and nightmarish char- 
acter which our newspapers have 
brought out so strongly. And it is for 
this reason that neither England or 
France nor Germany will attack on the 
Rhine if civilian morale can stand the 
inactivity. England and France will 
prefer to wait in the hope of starving 
Germany and of provoking a break in 
the German morale or in the German- 
Russian friendship. Germany will try 


to wait in the hope of driving a wedge 
between the Allies, and because she is 
completely dependent on Russia. 

Mr. Connett, who is president and 
general manager of the Surpass Leather 
Company, was re-elected chairman of 
the board of the Tanners Council before 
the Chicago session adjourned. Everett 
W. Pervere, of Howes Bros. Co., was 
re-elected vice-chairman. Merrill A. 
Watson continues as executive vice- 
president. Frank H. Miller, of G. Levor 
& Co., succeeds himself as treasurer and 
J. Louis Nelson was re-elected secretary. 


Modern Mr. Raleigh 


MiaMI, FLa.—Customers in a promi- 
nent downtown Miami shoe store were 
treated to a bit of comedy lately when 
a city ordinance was enforced—which 
ordinance requires that all shoes must 
be fitted over stockings; no bare feet 
may come in contact with new footwear. 
A woman ordered a pair of shoes, the 
salesman did not fit her because she 
was without stockings. Her companion, 
a man, took off his shoe, pulled off his 
sock and handed it to her. She put it 
on, was fitted and walked out with her 
new shoes. 





Two Shoe Manufacturers 
Receive Honors 
[CONTINUED FROM PAGE 27] 


vice to his city, his state and his nation. 
No drive for the city’s institutions was 











ever made in which he did not take an 
active part, and he has always come to 
their aid in every emergency. He was 
responsible for the city’s first play- 
ground, for the purchase of an island 
in the James River as a Y. M. C. A. 
athletic field, and gave funds to build a 
large outdoors swiming pool at the 
Y. W. C. A. camp. 

During the World War, Mr. Craddock 
headed every Liberty Loan drive, and 
Lynchburg made a record for the entire 
country by raising its quota in record 
time. He served a number of years on 
the Board of Visitors, the governing 
body of the University of Virginia and 
rendered signal service. 

In August, 1918, Mr. Craddock be- 
came head of the Shoe Division of the 
War Industries Board, succeeding Mr. 
J. F. McElwain. In this position he had 
charge of all purchases of shoes, leather, 
and fraincoats for the government dur- 
ing the World War and Mr. McElwain, 
in speaking of Mr. Craddock as his suc- 
cessor, stated that by his acts Mr. Crad- 
dock had proven that he was the best 
equipped man in the industry for ‘his 
difficult task. 

Mr. Craddock is now Chairman of the 
Board of the Craddock-Terry Shoe ‘or- 
poration and John A. Faulkner is pr°s!- 
dent. 

More than 3000 citizens turned ov! at 
the Armory on Friday night, October 
13, when Mr. Craddock was given the 
award as “First Citizen of the \ ear 
1939.” 
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“EVERYWHERE THAT FASHION GOES” 





The Spring 1940 line is now 
on the road. By all means 
see it. See the brilliant new 
note of youth and beauty 


as exemplified by the new 


QUEEN QUALITY 
DE LUXE SHOES 


Retailing profitably 
inthe $8.50 and 
$8.75 price field 


Queen Quality Shoes $6.50 to $8.50 up, including DeLuxeGrade.. slightly higher west of Rockies 


On display at Hotel McAlpin, 
Nov. 1,2,3 * Rooms 792 and 794 


QUEEN QUALITY SHOE COMPANY: DIVISION INTERNATIONAL SHOE COMPANY: SAINT LOUIS 


oan 
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ON SEWED SHOES By 
THE LITTLEWAY 
AND UCO LOCKSTITCH 
PROCESSES 


INCREASE ¥* 


INPRODUCTION 


fen. | ULL I7T 939 
(7 mronths 
OVOF S10 period IGDIOG 


274% 


( 


U/C SOLE STITCHING MACHINE 
— MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





BOOT ann SHOE RECORDER, October 28, 1939 


Courtesy of JOHNSON, STEPHENS and 
SHINKLE SHOE COMPANY 


Makers of 


lithe FP 


Twelve of these high-speed, 


motor-driven machines attach 
the soles by means of a lock- 
stitch seam. 

Shoes made by this method 


have a well-earned reputa- 


tion for flexibility and com- (B/C SOLE STITCHING 


fort. They keep their shape 
and their popularity is found- MACHINE — MODEL C 


ed upon:.a background of 


sound shoemaking principles. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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W hite Classics for Spring— 
Ermine Buck Kid—Glazed Kid—Bahama 


Tue white shoe is an indispensable of the American woman bent 
on a Southern or summer holiday. To lend variety to her collec- 
tion, Allied Kid Company has developed three versions of white 
in kid leather. Ermine Buck Kid has a beautifully even white suede 
surface. White Bahama has the grained surface which is newly 
popular this season. White glazed kid is equally effective used 
alone, or as an accent to the Ermine Buck Kid or Bahama. 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


909 South Street, Boston, Massachusetts 

















BOOT ann SHOE RECORDER, October 28, 1939 


THIS WEEK IN THE 


Saturday, October 28, 


SHOE TRADE 


1939 





Urges Duty Reduction on Argentine Hides 





N.E.S.L.A. Points Out Savings to Leather Industry by Lower 
Duty in Brief Filed with Committee for 
Reciprocity Information 


Boston, Mass.—Urging that the re- 
ciprocal trade agreement with Argen- 
tina, now in process of being reached, 
include the maximum reduction of 
fifty per cent in the present 10 per cent 
ad valorem duty on hides and skins, 
the New England Shoe and Leather 
Association has filed a brief with the 
Committee for Reciprocity Information 
in Washington, pointing out that this 
reduction in a normal year will save 
the leather industry at least $400,000 
per year, which sum might easily be 
increased to $1,000,000 if the same 
rate of reduction is applied to similar 
imports from other countries, as well. 

This brief, recently released by Max- 
well Field, secretary of the association, 
reads in part as follows: 

“Imports into the United States of 
eattlehides, kips and calfskins from 
Argentina average almost 50 per cent 
of the total value of such imports from 
all countries. The American market is 
today the most important market for 
Argentina cattlehides, exports to our 
country in the first seven months of 
this year having totaled 1,403,000 
pieces as against 976,000 for the entire 
year, 1938. These exports to the United 
States represent 28.5 per cent of total 
exports of Argentine cattlehides and 
kips to all countries. 

“The American leather industry an- 
tually consumes more cattlehides in 
its tanning process than are made 
available through domestic slaughter, 
the difference being made up through 
imports from other countries, the most 
important of which is Argentina. The 
truth of this statement is most strik- 
ingly revealed in the fact that even in 
the drought year of 1934, when Federal 


inspected slaughter reached an unpre- 
cedented total of 13,275,000 hides, there 
was a net import of 617,000 hides that 
year. 

“It is the concerted judgment of 
members of our trade that the present 
duty of 10 per cent on cattlehides is 
entirely unwarranted because such im- 
ports are necessary to meet our needs 
and, therefore, the duty is not protec- 
tive but rather represents a tax which 
is automatically added to the cost of 
our hides, leather and finished shoes. 

“Furthermore, the price of hides is 
determined on the world market, which 
market is free market. To the best of 
our knowledge, no other country in the 
world which must import hides has a 
duty on such imports. The result, there- 
fore, is that the American importer 
who may pay the same price for Ar- 
gentine hides as his German or British 
competitor, must pay in addition a 
duty which is a direct addition to the 
cost of his hides. 

“The question may properly be raised 
as to the savings which would accrue 
to the tanner if a reduction of this 
duty to 5 per cent were made effective. 
On the basis of 15-cent hides such a 
reduction would be equivalent to about 
% cent per pound (10 per cent duty 
on 15-cent hide equal to 1% cents) or 
approximately 45 cents per hide. 

“On the basis of average annual im- 
ports of cattlehides from Argentina 
of over $8,000,000, a 50 per cent reduc- 
tion in the import duty would result in 
a saving of at least $400,000 per year. 
But as the most favored nation princi- 
ple applies to all reciprocal trade 
agreements, it is not unreasonable to 

[TURN TO PAGE 44, PLEASE] 


Officers Named for 1940 
Midwest Shoe Fair 


CINCINNATI, OHIO—At a_ dinner 
meeting of the Midwest Shoe Fair Com- 
mittee, held recently at the Queen City 
Shoe Club the following men were re- 
elected as officers for the 1940 Fair: 
Frank Weber, general chairman; Ted 
Orr, vice-chairman; E. C. Horn, secre- 
tary, and George Dohrman, treasurer. 

The appointment of Mr. Weber as 
general chairman marks the fifth year 
he has served the committee in this 
capacity and as a mark of their appre- 
ciation the committee presented Mr. 
Weber with a chair. 

Arrangements were made for the 
early preparatory work on the 1940 
Fair, and the first monthly luncheon 
meeting will be held on November 6 
in the Queen City Shoe Club. At that 
meeting committees will be named and 
the basic plans for an even more suc- 
cessful and beautiful Fair in 1940 will 
be made. 

Many reservations for the 1940 Fair 
have already been made and rooms 
have been assigned to 125 firms who 
will attend the Midwest Shoe Fair at 
the Netherland Plaza Hotel, Cincinnati, 
in June of the coming year. 


Brouwer Named Director of 
Milwaukee Business Bureau 


MILWAUKEE, Wis.—Stephen Brou- 
wer, head of the S. J. Brouwer Shoe 
Co., has been elected a director of the 
newly-organized Better Business Bu- 
reau of Milwaukee for a one-year term. 

The new organization is an indepen- 
dent unit and was formed to embark 
upon a more militant policy in the pro- 
motion of better business practices in 
Milwaukee. Richard Jordan has been 
named general manager of the bureau, 
which was formerly a division of the 
Milwaukee Association of Commerce. 





Honored for 62 Years of Service 







































Copyright, Rochester Democrat & Chronicle. 


Walter S. North, 88, dean of all leather buyers, has been employed by E. P. Reed 

& Company of Rochester for 62 years. He was honored by a.testimonial dinner 

at the Rochester Club, and is shown shaking hands with Lester P. Reed, Jr., whose 

great grandfather, the late E. P. Reed, hired him 62 years ago, while Lester H. 
Reed, now president of the company, looks on. 


RocHester, N. Y.—Sixty-two years 
in the employ of a shoe manufacturing 
company—and still going strong. 

Walter S. North, who is called “88 
years young,” has this distinction as 
leather buyer for the E. P. Reed & 
Company, women’s shoe manufacturers, 
of this city. 

The passing of the milestone was 
made memorable at a testimonial din- 
ner given by the company at the 
Rochester Club, Friday evening, Oct. 
20, bringing a fitting climax to the 
semi-annual sales conference. 

Mr. North, who as the dean of all 
leather buyers, is a familiar figure 
in national and international leather 
marts, was hired in 1877 by the grand- 
father of Lester H. Reed, president of 
the company. 

Describing his apprenticeship, Mr. 
Reed said that the veteran employee 
seemed little different at that time 
than he does today—and he is still 
active in the business. 

After Mr. North passes his 89th 
birthday he plans to take a trip to 
Honolulu. Last year he went on a 
visit to- Mexico, and two years ago a 
start was made by him in getting close- 
up views of remote places by making 
a journey to Alaska. 

Another honored guest at the dinner 


was Fred A. Chesbro, retiring after 
thirty-nine years of service as traveling 
shoe salesman, known to the industry 
from one end cf the country to the 
other. 

Mr. Chesbro began as a salesman for 
the Simmons Boot and Shoe Company 
of Toledo, Ohio, back in the horse and 
buggy days, and a faithful dobbin drew 
him over the muddy roads of Ohio and 
Pennsylvania. 

The buggy was laden with trunks 
in which his samples were carried. 

Thirty years ago he went to work for 
E. P. Reed & Company, a business con- 
nection which was so much to his liking 
that he sometimes said: 

“T am not certain whether I am work- 
ing for the company or the company is 
working for me.” 

At any rate they liked each other 
and worked in perfect ‘cooperation, 
through the changes of close to two 
generations. 

Guy E. Manley, executive vice-presi- 
dent of the company, was toastmaster 
at the dinner, which was attended by 
its executives, salesmen and others. 
Lester H. Reed, Jr., great grandson of 
the founder, took an active part in 
the proceedings. W. D. F. Gibson, vice- 
president and sales manager, was an- 
other speaker. 
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“To me,” wrote Lester H. Reed in 
a personal appreciation published in th. 
testimonial brochure bearing Mr 
North’s photograph, which was dis 
tributed to the guests at the dinne: 
“Walter S. North is more than a vet 
eran employee, more than a value: 
friend. To me he is an inspiration—. 
symbol of life, life at its best. Withou 
men like him continued progress fo 
any company would be impossible. Fo 
it is the Walter Norths of this wor] 
who supply the spark that spells su: 
cess. 

“Known, respected, loved by m« 
from coast to coast, this dean of leathe , 
this man of men, can look back abovt 
the years and call them blest. For tim. 
has wrought a richness to his life th: t 
gold could never buy. His is the fo - 
tune of friendship—and fortunate i: - 
deed are we who call him friend.” 

The sales convention occupied t!e 
entire week, with rounds of golf at t 
Oak Hill Country Club interspers 
between business sessions. 


History of Shoes 
Featured on Air 


Detroit, MicH.—The shoe indust)y 
received a salute on October 23, whin 
“The Factfinder,” noted encyclopedic 
style program originating at WXY/¥, 
Detroit, devoted the entire period io 
“Shoes.” The program traced the his- 
tory of shoes “from the days when it 
was polite to remove the shoes inste:d 
of the hat, and of the days when the 
shoemaker lived temporarily with fam- 
ilies for whom he made footwear, up to 
the present, when the making of shoes 
is one of America’s important indus- 
tries.” 

The “Shoes” program also went ove 
the eight stations of the Michigan Ra- 
dio Network, as well as WSPD. 





Urges Duty Reduction on 
Argentine Hides 


[CONTINUED FROM PAGE 43] 


assume that this reduction would be 
applicable to imports from other coun- 
tries as well. As these imports total 
$20,000,000 in a typical year the net 
savings from a reduced duty might 
well amount to $1,000,000 per annum. 

“In conclusion, and for the above- 
mentioned reasons, namely, that hides 
are a by-product which must be im- 
ported every year in order to supply 
the annual needs of the tanning in !us- 
try and, therefore, the present im ort 
duty on cattlehides of 10 per cen ad 
valorem represents an unjustifiable tax 
which increases the cost of this raw 
material to both tanners and shoe man- 
ufacturers alike, as well as to the 
American public, the ultimate con- 
sumer, it is the earnest request o the 
officers and members of our associ® tion, 
that every effort be made to secur: the 
maximum reduction of 50 per ce:t in 
the duty on cattlehides and skin —to 
a duty of 5 per cent ad valorem 
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Spot Hides Up; Futures Easier 





Varkets Show Divergent Trends in Slackening Volume of 
Trading; South American Market Higher 


New YorkK—Hide futures turned 
easier in last week’s trading on the New 
York Commodity Exchange and regis- 
ered further losses early this week. 
Meat packers were well sold up on 
vctual hides, however, and the last 
transactions in the Chicago spot market 
vere one-half cent per pound above 
»revious sales. It is important to keep 
n mind this important distinction be- 
ween the hide futures market and the 

ctual market for hides, which may, as 
in this case, show a different trend. 

Volume of trading slackened in both 
the spot market and on the future ex- 
change. Traders were said to be watch- 
ing to see what price increases the shoe 
manufacturers would make effective on 
Spring lines. 

Prices on hide futures for the week 
were 8 to 12 points net lower, turning 
easier after early gains. Early this 
week futures dropped 34 to 41 more 
points, or more than one-third of a 
cent per pound. The selling was through 
dealer sources, rather than by specu- 
lators, and was attributed to hedging 
of inventories. Tanners were reported 
slow buyers of actual hides at the ad- 
vanced level of 16 cents per pound for 
light native cowhides. Consequently, 
dealers hedged their supplies by sales 
on the exchange. 

Trade selling also encountered some 
liquidation through commission houses, 
particularly on the days when the stock 
market turned easier. Commission 
houses or speculative interests were 
usually on the buying side, however. 

Analyzing the trend of commodity 
prices since the start of the war, the 
National Industrial Conference Board 
said: 

“The behavior of commodity markets 
in recent weeks has contrasted sharply 
with that for the opening days of Sep- 
tember, caution having replaced a keen 
desire to buy and thus bid up prices. 
As a result, commodity averages have 
moved within a narrow range. Specu- 
lative commodity price fluctuations have 
corresponded more or less with the 
changing prospects for peace or a con- 
tinuance of war.” This has been par- 
ticularly true of hides, although the 
increased rate of industrial production 
has been a factor in hide advances. 
There is a close correlation between the 
tate of general industrial activity and 
hide prices. 


Spot Market 


Known sales of Chicago packers 
totaled 60,000 pieces, considerably 
Under a week’s production. However, 
trade sources believed bookings to pri- 
Yate tanner connections and sales to 
Canada, which have increased sharply, 
augmented the actual sales total. As 
Mentioned, sales were on a basis of 16 
tents per pound for light native cow- 


hides. 
buyers. 

The South American market con- 
tinued above corresponding Chicago 
prices, due to additional buying by 
England. Since the United States does 
not produce as many hides as it con- 
sumes, competition for South American 
frigorifico hides tended to strengthen 
domestic prices. 

September boot and shoe production, 

[TURN TO PAGE 57, PLEASE] 


Tanners and dealers both were 
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Walk-Over Store Opened 
In Pittsburgh 


PITTSBURGH, Pa.—A new shoe store, 
exclusively handling Walk-Over shoes 
for men and women, was opened here, 
recently, at 612 Smithfield Street. 

The store, designed by Architect John 
Sherko, embodies the latest innovations 
in decorations, including two-tone gray 
walls and ceilings, a succession of mir- 
rors and indirect lighting system. 

C. R. McKnight, for 21 years in the 
retail shoe business, the last five of them 
in Pittsburgh, is manager of the new 
store, which employs six persons. 

Besides a full line of shoes, the store 
will also feature Walk-Over hosiery for 
women and a line of sox for men. 





Gregory & Read Salesmen Meet 


Left to right: Paul G. Williams, sales manager; Franklyn E. Gregory, Northwest 
territory, and S. M. Montgomery, Midwest territory. 


New YorK—Salesmen of the Gregory 
& Read Company, Lynn, Mass., met at 
the Hotel McAlpin this week to discuss 
and view the new Spring line which 
the company will have on display at the 
Hotel McAlpin and at the New York 
offices in the Marbridge Building dur- 
ing the week of the Shoe Fashion Guild 
showing. 

Paul G. Williams, sales manager, 
presented a well-rounded sales program 
for the coming season and expressed 
a very optimistic view as to the in- 


creased acceptance of the company’s 
new “Magic Stride” line which was first 
introduced this Fall. This new line, 
selling in a slightly lower bracket than 
their regular line, will have even great- 
er appeal this season, Mr. Williams 
believes, in view of the present price 
and market trends. 

Remaining in town during the week 
of the Guild show, the men will leave 
for their respective territories at the 
end of the week. 


Left to right: O. J. Sullivan, metropolitan New York; William Nehrenz, the 
South, and George Daven, New England, New York State and eastern Pennsyl- 
vania. Not shown is A. W. MacNaughton, Pacific Coast representative. 
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Planned to Speed Sales and Service 





New Home of Wohl Shoe Company, in St. Louis, Marks a 
Milestone in the Growth of This Progressive Organization 


—— 
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Section of the first floor of Wohl Shoe Company, St. Louis, whose home office 


personnel numbers over 300 peo 


St. Louis, Mo.—The Wohl Shoe Com- 
pany opens its new home at 1601 Wash- 
ington Avenue, St. Louis, marking a 
new milestone in the firm’s history. 
Steadily increasing demand for the four 
nationally advertised Wohl lines made 
larger quarters necessary. The build- 
ing, consisting of eight floors, compris- 
ing over 136,000 square feet of floor 
space, is occupied by Wohl Shoe Com- 
pany for their general offices, sales- 
rooms and warehouse. The greatly in- 
creased floor space permits them, not 
only to carry a much larger stock of 
shoes on the floor, but with the new and 
modern equipment that has been in- 
stalled throughout enables them to give 
the maximum in efficient service to their 
dealers. A personnel of over 300 people 
is employed in the home offices in St. 
Louis. 

“Yes, we are growing,” declared 
David P. Wohl, head of the organiza- 
tion, in commenting on the steady ex- 
pansions of the firm’s business which 
has made new and larger quarters, in 
the heart of the great St. Louis shoe 
district, a necessity to enable the com- 
pany to carry out its consistent policy 
of dealer co-operation and customer 
service. “But only as the increasing 
ability and experience of our company 
make it possible for us to spread work 
and responsibility, and never at the risk 
of the policies that have guided us 
through our many years of success.” 

Six years ago, an important forward 
step was made and one which has been 
responsible in a large measure for the 
extremely rapid growth of the past few 
years. At this time, the Wohl Shoe 
Company, entered the national adver- 
tising field, placing extensive national 
advertising campaigns back of each of 
their four lines of women’s footwear, 
Jacqueline, Natural Poise, Connie and 
Paris Fashion Shoes. Prior to this 





Wohl shoes were known to merchants 
throughout the country, but national 
advertising during twelve seasons has 
added greatly to their popularity and 


“prestige. 


The progress and growth of Wohl 
Shoe Company is attributed by them to 
their principles of service and customer 
assistance, to the style, quality and 
value of their shoes and to the force of 
their national advertising. 


Byck’s Lease New 
Peachtree Street Store 


ATLANTA, Ga.—Lease of part of the 
first floor of the Atlanta Masonic Tem- 
ple at 216 Peachtree Street to Byck 
Brothers Shoe Company over a 10-year 
period has been announced by J. W. 
Setze, Jr., secretary of the Masonic 
Temple Company. 

Extensive remodeling will be done on 
the property, which now houses Taylor 
Drug Store, Mr. Setze said. The front 
of the building will be rebuilt and re- 
decorated, including the 20-foot shoe 
company property. Improvements on 
the property involved in the lease are 
estimated to cost at least $30,000. 

The lease calls for 20 feet on Peach- 
tree Street and 78 feet along Cain. 
It also includes a stockroom in the 
basement. 

One of the oldest shoe concerns in 
Atlanta, the Byck Store was established 
55 years ago. Clarence E. Gibbs is 
president, and Walter J. Davis is secre- 
tary and treasurer. It will move into 
the new quarters from its present lo- 
cation at 221 Peachtree Street in Janu- 
ary. 
Byck Brothers Company moved to 
temporary quarters at 72 Broad Street, 
N. W., on Tuesday, July 4, and made 
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a second move on Monday, Sept. 11, 
to 221 Peachtree Street, which is 
across the street from their permanent 
location. This second move was du 
to the fact that the permanent stor 
will not be ready before January 1, 
1940, as additional time will be re- 
quired for alterations, over and above 
the time originally estimated. 


New Providence Shoe 
Managers 

PROVIDENCE, R. I.—Albert Wax, man- 
ager of an Enterprise shoe department 
at Cambridge, Mass., has been ap- 
pointed manager of the shoe depar'- 
ment at the Enterprise Store in this 
city, where he succeeds George Gol1, 
who has resigned from the company. 
Herbert Siegal remains assistant mai- 
ager. 

Morris Brownstein, formerly mana- 
ger of the Morse Shoe Store in this 
city and later manager of the con- 
pany’s Worcester store, has returned to 
this city as manager of the Morse 
store. He succeeds Harry Glickman, 
formerly owner of Ray’s, Inc., and then 
manager of the Morse store, when 
Ray’s was merged with the Morse 
store. Samuel Kaplan remains assis- 
tant manager. 

Ben C. Sheftel, formerly associated 
with the Morse store in this city, and 
display manager for Morse stores, has 
been transferred to the Worcester 
store. 


Dayton Co. Installs 
Sub-Deb Department 


MINNEAPOLIS, MINN.—In line with 
youth and non-conservatism, The Day- 
ton Co. has inaugurated the Sub-Deb 
shoe shop on its main floor. This shop 
is entirely new and the decorations in- 
clude indirect lighting, modernistic fur- 
nishing and air-conditioning. 

The theme idea stressed in the new 
shop is that there is nothing too con 
servative in the shoe line here, and the 
shoes are put there to appeal to youth. 

For this shop the shoes are retailing 
at one price of $8.75, with the types 
extending in range from sport to for- 
mal-wear shoes. Minneapolis being a 
university city, this shop has a special 
appeal to the college trade. 

The decorations of the shop are done 
in pastels of yellow and green. The 
chairs and foot stools are done with 
cushions of semi-rubberized pastel yel- 
low cloth trimmed with green. The 
frame of the furniture is made of dull- 
bronzed wrought iron, similar to the 
type of furniture used in country home 
gardens. The rug is of three shades 
of green with a flowered design in an 
off-white, and the walls are in keeping 
with the rug color scheme. 

In all, the cases of display and the 
unique design of this shop have all 
the appeal and meet the requirements 
for a wise step in expansion. 
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At Hialeah on March 1, 

all horses but one get 

away together for a 
perfect start. 


UNITED 


56 Cherry Street 


The first showing of the SUFFOLK indicates future popu- 
larity for this latest origination by UNITED. 


It features the receding toe, forward custom wall expression, 
giving shorter forepart effect. The SUFFOLK is ideally suited 


for conservative or ultra-spade patterns as well as plain toe 
or semi-custom styles. 


LAST COMPANY 


BROCKTON BRANCH Brockton, Mass. 
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The Throat Opera 
IN-STOCK - ALL LEATHERS 


ne slipping w+ 
ao gaping @ 
Meade on no “biting” oe 
special pump — 
Sizes 1-10. ; $2.35 
Send for In Stock Folder. 
M. J. SAKS SHOE CORP. 
152 Duane St. New York City 
























Work Shoes 
STEEL TOE 
SAFETY SHOES 
and 
POPULAR PRICED 
WORK SHOES 


Carried in Stock 
GOODWILL SHOE 


COMPANY 
Holliston, Massachusetts 
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New Tannery for 
Mitchell & Peirson 


PHILADELPHIA, Pa.—A new building, 
soon to be completed and in operation, 
will enable Mitchell & Peirson, Inc., 
tanners of kid uppers and linings, to 
produce an additional 200 dozen per 
day. Production in the new unit at 
86th & Reed Streets in Philadelphia 
will be devoted to turning out their new 
Emperes “electric” colors and also 
“Sani-White.” 








Dates to Remember 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Il. 

October 30, 31, 1939 


Beefsteak Dinner Boot and Shoe 
Travelers Association of New York, 
Mecca Temple Casino, New York 
City, Wednesday Evening. 

November 1, 1939 

Spring Showing Shoe Fashion Guild of 
America, Hotel Biltmore, New York. 

November 1, 2, 1939 


Monthly Showing Michigan Shoe 
Travelers Club, Hotel Statler, De- 
troit, Mich. ...... November 6, 7, 1939 


Shoe Market Days Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa. 

November 12, 13, 1939 


Volume Shoe Manufacturers Spring 
Opening, Hotels New Yorker and 
Pennsylvania, New York City. 

December 3, 4, 5, 6, 1939 


National Shoe Fair, Hotel Stevens, 
cin ueatenc wesc Jan. 2 to 5, 1940 


Annual Convention National Shoe 
Travelers Association, Morrison 
Hotel, Chicago, Ill. ..January 5, 6, 1940 


Charlotte Shoe Show, Hotels Charlotte 
and Selwyn, Charlotte, N. C. 
Jan. 7, 8, 9, 1940 


25th Annual Convention and Exposi- 
tion, Northwestern Shoe Retailers 
Association, Hotel Radisson, Minne- 
apolis, Minn. ....January 7, 8, 9, 1940 


Annual Michigan Shoe Fair, Michigan 
Retail Shoe Dealers and Michigan 
Shoe Travelers Association, Hotel 
Statler, Detroit, Mich. 

January 7, 8, 9, 1940 


Annual Convention Texas-Oklahoma 
Shoe Retailers Association, Texas 
Hotel, Fort Worth, Texas. 

January 8, 9, 10, 1940 


Annual Convention Southwestern Shoe 
Travelers Association, Hotel Adol- 
phus, Dallas, Texas 

January 7, 8, 9, 10, 1940 


26th Annual Convention Middle At- 
lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadel- 
phia, Pa. ....January 21, 22, 23, 1940 


Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 

June 2, 3, 4, 5, 1940 





Laycock Heads N.Y.S.R.A. 
Legislative Committee 


RocHestTer, N. Y.—Ernest R. Park, 
president of the New York Shoe Re- 
tailers Association, has appointed the 
following as members of its Legislative 
Committee for the coming year: John 
R. Laycock, New York City, chairman; 
T. Arthur Cohen, Albany, and Jesse 
Adler, New York City. 

The committee will keep a close 
watch on proposed legislation at Al- 
bany which would affect the retail shoe 
business in any way. 
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NEW... 
Laby Sliapers 














IDEAL FOR CHRISTMAS 
SELLING - - - 


Here is a new line of dainty slip- 
pers, of quilted velvet or finest felt, 
in a variety of colors, which retail 
from $1.00 to $1.75. They have the 
Intermediate sole, and are made in 
3-8 sizes and carried In-Stock. With 
many baby shoes purchased for 
ifts, we predict a strong demand 
or these new slippers during the 
coming gift season. Shown is No. 
1239 in Pink, Blue, Red, Royal Blue 
and Tan Quilted Velvet with shirred 
ribbon on vamp, fur quarter and 
ornament. Order amply—and early. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 











Rex to Make 
Waterproofing Here 


Boston, Mass.—Owing to conditions 
created by the European war, the Rex 
Chemical Company, of 356 Eastern 
Avenue, Chelsea, have been given the 
right to manufacture REXITE sole 
leather waterproofing in their own 
factory. 

Hitherto, the Rex Chemical Com- 
pany imported Rexite from Europe, 
where the product received two gold 
medals and one award of merit. Rexite 
enjoys 2 world wide reputation and 
acceptance, and is considered one of 
the finest sole waterproofings ever 
made. 


Stein Opening New Factory 


HAVERHILL, Mass.—Alec Stein, for- 
merly connected with the Sterling Shoe 
Company of Auburn, New York, is 
planning on opening a new factory at 
151 Essex Street, Haverhill, under the 
name of A. H. Stein Company, for the 
manufacturing of 1200 pairs of Compo 
women’s sub-deb shoes daily to retail 
between $4 and $5. Mr. Stein has ust 
installed complete Compo equipn ent 
for the manufacturing of these shves. 
He plans on merchandising these s' ves 
to the leading department stores and 
specialty shops throughout the Ur ited 
States. 
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STEP OUT IN| 


© Robn Nu-Matics are the ONLY Cushioned 
Shoes which are 100% Nail-less. Not Nail- 
less in Name Only, but Nail-less in Fact. 
© The Robu Nu-Matic Cushion Extends over 
the Entire Bottom of the Shoe. It is the 
Only Shoe That Provides this 100% Cush- 
ry > e All Rohn Nu-Matic Features 

are Built-in. 


© United States and Canada Patent 

Rights Protect You_on these 100% 

Nail-less Nu-Matic Cushioned Shoes. 

@ Rohn Nu-Matics with their Out- 

standing Built-in Features Sell for 

$5, $6 and $7. Backed by National 

Advertising, Powerful Dealer Home 
nd an Unusually Efficient 

DEPART MENT. 

© Start Cashi in on this BIG 

MERCHANDISING Op n- 

ity Now, Write for More Inform- 

ation About the Rohn Nu-Matic 

Line and the Rohn Franchise. 


ROHN SHOE MANUFACTURING CO. 


512 FLORIDA STREET, MILWAUKEE, WIS 











| 


| 








Justin Celebrates 60th 
Anniversary with Open House 


Fort WortH, TEx.—To celebrate the 
60th anniversary of the H. J. Justin & 
Sons, Inc., world’s largest boot factory 
and the Southwest’s only shoe factory, 
located at Daggett and Hemphill Streets 
in Fort Worth, a two-day open house 
was held on October 16 and 17 at the 
plant. More than 5000 persons visited 
the factory on the first night, and an- 
other large group visited on the second 
night. The factory was in operation 
on both nights so visitors could see how 
the boots are made. Guides explained 
the various steps in the manufacture. 
Refreshments were served and a cow- 
boy string band played throughout the 
evenings. A radio program from the 
factory on Monday evening featured 
talks by the three sons of the founder, 
W. Earl Justin, chairman of the board; 
John S. Justin, president, and Sam A. 
Justin, vice-president. 

The company moved to its present 
location in May of this year. Plant has 
68,000 square feet of space, over twice 
as much space as the other location on 
South Lake Street had. Factory em- 
ploys 106 men and women. In the ex- 
tensive direct mail and newspaper ad- 
Vertising used to announce the anni- 
Versary observance, pictures of many 
of the employees were used, along with 
Pictures showing steps in making a 
pair of boots. 


Sel on Sight 


-+» protect Suede shoes 
—keeps them new-look- 
ing when worn under 
galoshes. 


You'll be amazed at the big im- 
mediate demand for PROTEK- 
SHUS. Retail price 35¢. Your 
profit 15¢. A fashion neces- 
sity—helps you sell MORE 
suedes and MORE galoshes. 


Knit Slip-ons of 
soft black Durene 
and “Lastex” yarn. 


PROTEK-SHUS are easy to sell. Our 
Counter Display does the job. No 
“fitting” problem. Send today for 
“Quick Turnover” package of 2 doz. 

— sizes to fit shoes 5 to 10. 
Your profit $3.40. Counter Display 
Card FREE. Use Coupon. Life-size 
Plastic Display Form free with 10 
doz. or sold for $1.00 each. Re- 
order from your Findings Jobber. 


SPECIAL OFFE 


BURSON KNITTING CO., Dept. P, Rockford, Ill. 


Ship us 2 dozen pairs PROTEK-SHUS @ $2.50 per dozen 
(delivere-) and Free Disp!ay Card as advertised. | extra pair 
free. Check which [) cash with order; [) ship C.O.D. 


, DISPLAY 
» FORMS 


ORDER 
BLANK 
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“Aw, you still think a ‘Cuban Heel’ is a guy from Havana!” 
(Submitted by Joseph Gillaspy, Molden’s Shoes, Kokomo, Ind.) 
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SUPER PLIABLE 
Process 
No. 6144 Black 
Glove Kid. 
No. 6145 White 
Glove Kid. 
AA-EE $1.55 





OWENS SHOE CO. 
28 Goodhue St., | 
Salem, Mass. 


New Shoe Firm Lease Space 

Sr. Louis, Mo.—Olive Street, here, is 
rapidly taking the lead as a retail cen- 
ter as more and more retail establish- 
ments locate on this main downtown 
thoroughfare. Latest addition is the 
Shoe Center, Inc., a wholesale and re- 
tail shoe distributing concern that has 
taken the first- and second-floor space 
at the southeast corner of Tenth and 
Olive Streets. Headed by Morris Gold- 
man, the shoe company will open a re- 
tail shoe store on the first floor of the 
building and start wholesale operations 
on the second floor. 

The site was formerly occupied by 
the Swope Shoe Co. store, who leased 
the property. The Swope store is now 
located at 905 Locust Street. The Shoe 
Center store will have a frontage of 
50 feet and a depth of 107 feet. 

Plans have been developed by the 
Shoe Center, Inc., to provide establish- 
ment of outlying retail stores. 


Shop Remodeled 


JACKSONVILLE, FLA.—The Walk-Over 
Boot Shop at 23 West Adams Street has 
recently been completely remodeled, 
with a modernistic front and new fix- 
tures. Fluorescent lighting has replaced 
the old type. Air-conditioning has been 
installed to make the store more com- 
fortable. A new rubber tile floor and 
furniture make this a most attractive 
shop. 

The shop is owned by Fonda Jackson 
and Harvey Jackson, who also control a 
similar shop in St. Petersburg. Harvey 
Jackson will manage the Jacksonville 
unit. The new store is double the size 
of the one formerly occupied at Laura 
Street. 








A. H. Thompson Named 


U.S.M.C. Ad Manager 


Boston, Mass.—Abbot H. Thompson, 
a man of wide experience in shoe ma- 
chinery and shoemaking, has been ap- 
pointed manager of the advertising 
department of the United Shoe Ma- 
chinery Corporation, succeeding the late 
Franklin R. Johnson, whose death oc- 
curred in July. 




















ABBOT H. THOMPSON 


Upon completion of his education at 
Massachusetts Institute of Technology, 
Class of 1908, Mr. Thompson went with 
F. B. Holmes Co. of Chelsea, Mass., 
manufacturers of men’s Goodyear Welt 
and McKay Sewed shoes. 

Subsequently he went to the manu- 
facturing and engineering divisions of 
W. H. McElwain Company, Selby Shoe 
Company, Dunn-McCarthy, Inc., and 
F. M. Hoyt Shoe Company. He then 
became a principal in the concern of 
Thompson-Whitmore Company in Au- 
burn, New York, making women’s Mc- 
Kay Sewed shoes. He sold his interest 
therein to the Robinson-Bynon Shoe 
Co. of Auburn, New York, in 1917. 

His shoe manufacturing and engi- 
neering experience then led him to be- 
come associated with the United Shoe 
Machinery Corporation where he has 
served in various capacities in sales, 
eyelet manufacturing and advertising 
for the past twenty-two years. With 
this broad and comprehensive back- 
ground he is well equipped for his new 
responsibilities. 





J. F. Smith Returns 
From Abroad 


Boston, Mass.—John F. Smith, chief 
engineer of the Compo Shoe Machinery 
Corporation, recently returned on the 
S. S. Vandyck from a two months’ 
visit to Europe, where he studied shoe 
manufacturing conditions in England, 
France and Switzerland at such fac- 





BOOT anp SHOE RECORDER, October 28, 1939 





















Side by side with Bass Ski Boots, dra- 
matic Weejun advertisements will ap- 
pear in Esquire. Why? Because Weejuns 
are what skiers want after a day on the 
trail. Not shoes, slippers, or moccasins 
—but a handsome combination of all 
three. In demand all yeor round, at 
home, at the club, in the locker room, 
wherever feet need easy-going flattery. 
Write for free catalogue and price list 
today. G. H. Bass & Co., Dept. 85-25, 
Main Street, Wilton, Maine. 


WEEJUNS cise 


tories as The Standard Engineering 
Co., W. Barrett & Co., Ltd., Eatough, 
Ltd., Bective Shoe Co., Bally & Haldin 
stein, Lotus, Ltd., and the large fac- 
tories of Bally in Switzerland. 

Mr. Smith stated that notwithstand 
ing preparations for war which wer 
in evidence in every country, the peo 
ple seemed confident and cheerful. 











Foot Saver Employees 
Hold Annual Dinner 


New YorK—The annual dinner of 
the Welfare Association of the em- 
ployees of the Foot Saver Shoe Shop 
of New York City was held recently 
at Riggs Restaurant. 

The installation of the newly-elected 
officers for the ensuing year—R. Selig, 
president; M. Levin, vice-president; M. 
Schwede, secretary, and Jerome Lazan, 
treasurer—was ably handled by Sidney 
J. Landay. 

Reports of their stewardship were 
made by the retiring officers and the 
same wholehearted cooperation as in 
the past was pledged the incoming on«s 
by the entire membership. 

The affairs of this association are in 
the most flourishing condition. It wi'! 
continue to operate, not only for the 
welfare of the members, but for the 
best interests of the organization | 
whom they are employed. 
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Obituaries 


Edward Sautter 


Lyons, N. Y.—Edward Sautter, 74 
years old, one of the most widely known 
yetail shoe dealers in this part of the 
state, and long prominent in Republican 
end fraternal circles in the village and 
county, passed away in the Barber 
Hospital at 3 o’clock Sunday morning, 
October 15. 

Mr. Sautter was in the shoe business 
in Lyons for nearly 53 years, coming 
from Utica, where he was born and 
where his father established one of the 
best known shoe stores in the Mohawk 
Valley. His father, Christian Sautter, 
died at the age of 99 years, nine months. 
The store which he founded is carried 
en by two sons, Frank and Arthur 
Sautter. 

When Mr. Sautter arrived in Lyons, 
he opened a shoe store in conjunction 
with John Hattler, well known mer- 
chant. Not long after this, the young 
man bought out Mr. Hattler’s interest 
and carried on the business without in- 
terruption for over half a century. 

He was prominent in political frater- 
nal and church circles. He served as 
mayor of the village, postmaster, elec- 
tions commissioner and as chairman of 
the draft board during the World War. 
He was a member of the First Lutheran 
Church, Lyons Lodge of Elks, and 
Humanity Lodge, F. & A. M. He was 
a past exalted ruler of the Elks Lodge 
in Lyons and for 20 years served as a 
trustee. 

Mr. Sautter is survived by one son, 
Burton; two brothers, Frank and 
Arthur; two sisters, Amelia Sautter of 
Utica and Mrs. Wayne Blyth of 
Ottawa. 

Private funeral services were held 
October 17 from the Boeheim Funeral 
Home, Rev. C. Norman Ross officiating. 
Burial was made in Elmwood Cemetery. 


Salli Hofman 


CAMBRIDGE, Mass. — Salli Hofmann, 
owner of Rosenberg’s branch shoe store 
at 538 Massachusetts Avenue, died at 
his home in Brookline, Mass., recently 
after an illness of ten months. 

Mr. Hofmann was 68 years of age. 
Born in Germany, he came to this 
country at the age of 17. He went to 
work for his uncle, Sol Rosenberg, who 
owned a shoe store in East Cambridge. 
In 1901 the store on Massachusetts 
Avenue was opened and Mr. Hofmann 
tame there as manager. He remained 
as manager for six years and in 1907 
he took over the store himself. 

Surviving him are his wife and four 
brothers. Funeral services were held 
from Eastman’s Funeral Home in 


Boston. 


Open Modernized Shoe Salon 


Granp Rapips, MicH.—Wurzburg’s 
Department Store have completed their 
newly modernized shoe salon. It is an 
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When you 
think of 


COSTS 
think of 


RELETHA 
© 


ECONOMICAL 
e 
DEPENDABLE 
s 


ALWAYS 
SATISFACTORY 


RELETHA 
SOCK LININGS 


keep costs down! 


And wear better, too! 


RELETHA’S advantages 
are: natural leather ap- 
pearance .. . clear, beauti- 
ful colors matched to 
popular leather shades . . 
a durable surface that re- 
sists wear . . . leather-like 
pliability and _ resiliency 

. does not curl, crack or 
wrinkle. RELETHA is a 
scientifically controlled 
product always uniform 

. always satisfactory . . . 
in all ways economical. 


PROSPECT MILLS CORP. 
15 Chestnut St. 
CAMBRIDGE, MASS. 


SE bee 


QUALITY SUBSTITUTE FOR LEATHER 
SOCK LININGS and HEEL PADS 





exceptionally attractive room with a 
combination of salmon and burgundy, 
chairs of gleaming light maple, uphol- 
stered in sections with a deep green, 
burgundy and cream yellow. The car- 
pet is the color of deep-shaded moss. 
The advertisement announcing the 
opening of this salon carried a phrase 
that was particularly appealing: “Cin- 
derella’s footmen couldn’t be any more 
courteous or gallant than our expert 


‘footmen’. 


Business as Usual 


CHARLESTON, S. C.—E. S. Bomar, 
vice-president and treasurer of the 
Bomar-Rau Company, Inc., of Charles- 
ton, which operates the shoe depart- 
ments in Kerrison’s department store, 
Charleston; the George Muse store in 
Atlanta and Neel’s store, in Macon, Ga., 
states that his firm is planning a 
“Business as Usual” policy in spite of 
European conditions and other distur- 
bances. He is not at all interested in 
speculating on his lines and feels that 
it would be unwise to attempt to juggle 
prices. 

The several departments operated 
by this firm have been doing a good 
business and the company feels defi- 
nitely optimistic regarding the immedi- 
ate future. 

Mr. Bomar’s brother, G. P. Bomar, 
who is president of Bomar-Rau Com- 


pany, also travels in southern territory 
for the Blue Ribbon Shoemakers of St. 
Louis. 

The departments feature Florsheim 
shoes, Foot Savers, Naturalizers, Col- 
lege Bred and Marshall, Meadows & 
Stewart, in women’s shoes, and Juve- 
nile, Adams Brothers and C. B. Slater 
in children’s shoes. 


Adds Men’s Shoe Department 


WILKEsS-BarrReE, Pa. — Longs’ Inc., 
Wilkes-Barre, was founded six years 
ago by Simon and Clinton Long. Dur- 
ing that time it has been devoted entire- 
ly to men’s wear. However, with the 
marked increase in business it was 
found necessary recently to remodel the 
entire store. The tailoring department 
was removed to the second floor of the 
building in order to make room for the 
new men’s shoe department that was 
added. 

The exterior of the building is of 
modernistic architecture, and is done in 
buff with mahogany brown trimmings. 

The interior of the building is also 
carried out in the same color scheme 
with mahogany furnishings. The chairs 
are upholstered in mahogany brown 
leather. The floor is covered with in- 
laid linoleum carrying out the same 
color scheme with heavy green carpet- 
ing in the shoe department. Fluorescent 
lighting illuminates the store as well as 
the display cases. 
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LITHOX CORD HEELS | 
NON-SLIP 
Greatest value on market today. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U.S.A. 
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Leather Soles 
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LEATHERPLUS 
SOLES 


More flexible 
longer wearing 
and waterproof 

VAN TASSEL LEATHER CO. 
NORWICH, CONN. 
Makers of VAN TAN innersoles 

















Opens Family Store 


UNION Grove, W1s.—Clarence Rosen- 
stock, formerly of Antioch, has opened 
a shoe store in the Thompson Bldg. 
here with a complete line of footwear 
for the entire family. 
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Al Bechtold to Run 
Charlotte Shoe Show 


CHARLOTTE, N. C.—At a meeting last 
week of a large number of shoe travel- 
ers and shoe retailers of the southeast, 
Al Bechtold was again elected to man- 
age the Charlotte Shoe Show, which is 
to be held January 7, 8 and 9 at the 
Hotel Charlotte and the Selwyn Hotel. 





AL BECHTOLD 


Mr. Bechtold has been manager of the 
last two shows which have been held in 
Charlotte and exhibited his ability of 
getting the cooperation of the shoe 
travelers and the shoe retailers in mak- 
ing the last July show an outstanding 
success. At this show approximately 
600 buyers from all parts of the south- 
east’ were officially registered. 

Mr. Bechtold is assistant business 
manager of the Charlotte Chamber of 
Commerce, which, with the cooperation 
of the Southern Shoe Travelers Asso- 
ciation, is again sponsoring the Char- 
lotte Shoe Show. With the cooperation 
of these two organizations and the sup- 
port of the shoe buyers throughout the 
southeast there is little doubt in the 
minds of the officers that the show will 
be a success. 

Mr. Bechtold stated that official ap- 
plication blanks have been mailed to a 
large group of exhibitors and that a 
large number have already registered. 





Craddock-Terry 
Modernizing Plants 


RICHMOND, VA.—The Craddock-Terry 
Shoe Corporation is completing a six- 
month modernization program under 
which its plants at Lynchburg and at 
Farmwille, Va., will be able to turn out 
more shoes in a 40-hour week than they 
have been producing in 44. 

Daily capacity of the plants has been 
increased from 20,000 to 25,000 pairs, 
Charles G. Craddock, vice-president and 
sales manager, announced. The West 
End factory, in Lynchburg, has been 





IN STOLK PRE WELT S§S 





553—Tan Elk od 
554—White Elk 

Ask any mother what she thinks is 
| most important in children’s 
| ghoes. She'll say “Fit.” Ask most 
| getail shoe merchants what chil- 
dren’s shoe line pleases most 
| mothers, and they'll say “Elam’s.” 
That’s why the swing to Elam’s 
Pre-Welts is more pronounced 
| than ever. Along with the happy 





quality of pleasing mothers, 
Elam’s have a profit margin mer- 
chants like. Why not write the 
office nearest you and learn more 
about the Elam line. 


F.S. ELAM SHOE CO. 


TER. N.Y 





realigned from top to bottom and its 
daily capacity increased from 4800 to 
5400 pairs. 

A complete new factory unit has been 
opened in a section of the Fort Hill 
building formerly used for storage pur- 
poses. Fort Hill’s stitching room has 
been doubled in capacity. The South- 
land plant is being revamped so it will 
have a capacity of 5000 instead of 4400 
pairs a day. 

At Farmville, the capacity has been 
raised from 2400 to 3000 pairs a day. 

Mr. Craddock said the vertical con- 
veyor system installed at West End fac- 
tory is new to the shoe industry, and 
that few plants are equipped with it. 
The conveyor belts take the shoes from 
one floor to another without the neces- 
sity of hauling racks about the build- 
ing. 
The modernization will be completed 
by November 30, when the company 
ends its fiscal year, Mr. Craddock s:id. 








Gruendler Opens Two Stores 


MILWAUKEE, Wis.—A. G. Gruen:ler 
has opened shoe stores at Manitowoc 
and Watertown. Both stores carry 4 
complete line of footwear for the family 
and operate under the name of the 
Gruen Shoe Stores. R. J. McNeil, vho 
has been in the retail shoe business for 
many years, is manager of the Ma: ito- 
woe store and Don Pause is manag: « of 
the Watertown store. 
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Rearrange Factory Setup 

NortH ApAMs, Mass.—Work of re- 
arranging the manufacturing and office 
f.cilities of the Gale Manufacturing 
Company, shoe manufacturers so as to 
utilize the new four-story addition re- 
eently completed at the company’s plant 
of Brown Street is now underway and 
will be completed in time for a resump- 
ton of operations by Nov. 1, it is 
aiounced by John E. Gale, president 
o the company. 

Mr. Gale said that pending the re- 
a‘rangement, operations will be ex- 
tensively curtailed until Nov. 1, but 
that by Nov. 15, the plant should be in 
full operation. 

Mr. Gale said the program prepared 
by the Gale company calling for the 
ecnstruction of the four-story addition 
is not an “expense program,” and added 
that for the present at least no addi- 
tional employees will be placed on the 
peyrolls. The question of increasing 
the number of employees depends entire- 
ly on business conditions, he added. 

The shifting of the machinery to the 
new addition is in keeping with an 
“efficiency program” that the Gale Com- 
pany has developed during the years 
it has been engaged in the manufacture 
of shoes and was planned especially at 
this time to meet the exacting require- 
ments of the 42-hour law followed by 
the 40-hour law which becomes effective 
fext year. Mr. Gale pointed out that 
the 40-hour week, when it goes into 
operation, will cut off approximately 10 
per cent of the working schedule but 
at the same time it becomes necessary 
for the plant to maintain the same out- 
put of finished products. 


Blass Co. Opens New 
Children’s Department 


LiTTLE Rock, ARK.—The Blass Co. 
has opened a new children’s department 
in their large shoe division here. 
Heretofore, children’s shoes were han- 
died in the women’s shoe department, 
but increased demands required the 
addition of a section wherein more 
stock and more styles could be carried 
for children. The department is under 
the management of Jerry Bordenet. 


International President 
Addresses Vitality Salesmen 


St. Louis, Mo.—The Vitality Shoe 
Company salesmen gathered in St. 
Louis last week to receive their new 
Spring lines and to confer with execu- 
tives of the company on sales plans for 
the coming season. At the sales dinner 
and style review held at Hotel Statler 


BYRON A. GRAY 


on Monday evening and attended by 
many outstanding Vitality dealers 
throughout the country, President Gray, 
addressing the visitors said: 

“It is apparent that shoes for Spring 
will represent a much more conserva- 
tive picture than a year ago, both in 
types and materials. The lack of great 
emphasis on extreme styles for Spring 
will be encouraging to both the retailer 
and the manufacturer, as I am sure 
that not many of us are likely to forget 
so soon the experiences which some re- 
tailers and manufacturers had as a re- 
sult of over-playing extremes.” 

Mr. Gray also stated it was his feel- 
ing that in spite of modern accounting 
methods many dealers do a great deal 
of guessing about the net profit results 
on their various lines. This, he said, 
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gave the salesmen a real opportunity 
for service. He suggested that sales- 
men should encourage dealers to make 
an accurate and impartial survey to as- 
certain the long range profit value of 
each line carried. Mr. Gray added: 
“Now, that may not sound like sales 
talk, but I believe that it is just as im- 
portant for the merchant to avoid 
speculation in merchandise as it is for 
our company to avoid speculation in 
raw materials, and what’s more, I be- 
live the records of the most successful 
stores show the wisdom of not buying 
too far ahead of their normal require- 
ments; of not gambling in merchandise. 
“On the other hand, the consensus of 
business opinion is that in the next few 
months national production will be at a 
very high level; that increased employ- 
ment will increase industrial purchas- 
ing power; that the farmer’s purchasing 
power has been increased due to good 
crops and somewhat better prices, and 
that, therefore, there should be an 
active and increased demand for mer- 
chandise. So, the immediate outlook for 
business is good and there is every rea- 
son to prepare for ‘Business as Usual,’ 
or a little better than ‘Usual.’” 
Visiting merchants, as well as Vitality 
salesmen, were enthusiastic about the 
new lines and the company’s suggested 
retail prices, which remain practically 
as those effective last season. 
Vitality’s promotional plans include 
co-operation with dealers in newspaper 
and radio advertising plus an enlarged 
schedule in Life, Ladies’ Home Journal, 
McCalls, Good Housekeeping, Harper's 
Bazaar and Vogue. 


New Building to House 
Family Store 


DETROIT, MicH.—A New store build- 
ing is being erected at Harper and 
Gratiot Avenue, here, by Frank Schech- 
ter. Schechter formerly operated the 
Milady Shoe Store, here, but was forced 
out of business by the widening of the 
street at this point. The new building 
being erected on the same location, to 
be completed in about two months, will 
be a modern, up-to-date family shoe 
store. 











—If Point-of-Sale (the Man at the Fitting 
Stool) is sold on your line, your worries of 
“staying put” in that store or department 


are lessened to a marked degree. 
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SELL THOSE WINDOW SHOPPERS 





“| XMAS PRICE TICKETS 
Ha * * . 
- Imprinted Prices on Colorful Seasonal Designs 
e 
a 
> 
<c 
a 
n <> 
X-1—Green and X-2—Red and X-3—Black, X-4—Red and 
= red on white green on white and gold on cu green on white 
background. background. background. background. 
©) 
a Colorful price tickets in The size—114” x 254”—is 
z the popular price denomi- large enough to attract the 
sie nations will dress up your 6 D ozen eye, and small enough to 
> displays, and make selling $1.10 give the shoe prominence. 
easier. Blank tickets,show- The tickets are attached 
ing the design only, are nantly te on rt of th 
0 y y part of the 
also available. 12 Dozen shoe with our Price Ticket 
= We have in stock a com- $2.00 Clips which are priced at 
ra plete selection of designs $4.00 per gross—$2.25 per 
é and color combinations. half gross. 
oy 
< We will send a circular showing actual samples, at your request. 
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CHICAGO, ILLINOIS 
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COLORFUL AND EFFECTIVE 


SHOW CARD AND PRICE TICKET 


SERVICE .. 
play cards 


- New and seasonal dis- 
‘and harmonizing price 


tickets every month with informa- 
tive messages on style notes, value, 
quality, service, etc. Exclusive fran- 


chise basis. 
and further information. 


WRITE for samples 


WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 



























SERVICE | MONTHLY CARDS HOLDERS | qiokers 
No. | $5.00 12 6 100 
No. 2 4.00 8 a 100 
No. 3 3.00 6 2 50 
No. 4 2.25 4 2 50 
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Has the Boot Come Back? 
[CONTINUED FROM PAGE 17] 


low-cut walking bootie, to the high 
molded dressy boot. In the reproduc- 
tion of an advertisement (see last page 
of article), we show still another type, 
a satin boot, intended for evening wear. 
The evening boot is definitely part of 
the picture, worn best with a split skirt 
which reveals the boot top with each 


ve ays 
PRESENTS 


BOOTS! 
BOOTS! 


BOOTS! 
Laird-Schober 


Shades of o Parisian grena- 
dier's boots! And a daring 
new ideo in shoes comes into 
the fashion picture, os 
Loird-Schober sends you two 
new ideos: 

Left: Button boot in Block 
Suede with grosgrain ruch- 
ing. 

Right: Block satin Cossack 
boot with Block or Lipstick 
Red velvet trim. (2nd Floor.) 


$18.75 


Boots are in the stores and are getting 


in the ads. These two dressy patterns 
(both by Laird-Schober) illustrate the 
variety of treatments on the market. 


strap. Schiaparelli’s sandal laced to just 
below the knee suggests the origin of 
this idea. (See Paris article in the 
Recorper for Oct. 9, 1937.) 

As a publication we have been con- 
Servative and slow to accept the boot 
silhouette. We present it now as the 
ftews of the month. What its future 
will be is impossible to say. 


Correction 


Due to an error on the part of Boot 
AND SHOE RECORDER, the price of Osco 
Process Nurses Oxfords was incorrectly 
@ioted in the advertisement of Owens 
Shoe Co., of Salem, Mass., which ap- 
Peared in the issue of Oct. 14. The 
Price should have been $1.55 instead 
of $1.35. 
































Hughes McKnight Joins 
Enna-Jettick Sales Staff 


AuBuURN, N. Y.—Hughes McKnight, 
of the McKnight Apartments, Pa- 
ducah, Ky., recéntly joined the sales 
force of Dunn and McCarthy, Inc., 
Auburn. 


HUGHES McKNIGHT 


Mr. McKnight will sell Enna Jet- 
ticks, also Dunn and McCarthy Fashion 
Welts and Welds in Louisiana and 
Texas. He is a veteran shoe salesman 
and during his many years on the 
road has represented only two shoe 
companies, among the largest in the 
country. 

Mr. McKnight has just started out 
on his territory after attending the 
semi-annual convention at the com- 
pany headquarters in Auburn. 


Bat’a Hurries Completion 
Of Factories 


BALTIMORE, Mp.—Operations at the 
Bat’a Shoe Company’s plant at Bel- 
camp, Md., are progressing swiftly. 
The first factory unit, a five-story 
structure, is almost completed and 
awaiting installation of machinery. It 
is expected that this unit will be in 
full operation within six weeks. More 
than twenty two-story dwellings will 
be finished about the same time and 
plans are out for a ten-story hotel to 
be erected on the grounds. Mr. Bat’a’s 
home, directly on the waterfront, is 
well in the course of erection. 

Shoes and leather goods are already 
being produced in an experimental fash- 
ion and these are sold from stands to 
employees. Besides shoes, the company 
will also produce rubbers and it is be- 
lieved that the latter will be made 
along with footwear in the first build- 
ing to be completed. The firm will also 
make pocketbooks, wallets, ete., and 
will eventually produce hosiery. Just 
as soon as the first building is finished, 
other five-story factories will be put 
into construction along with the rec- 
reation center and other buildings. 


Costello Nisely Manager 
At Wilkes-Barre 


WiLkes-Barre, Pa.—L. A. Costello, 
has been appointed manager of Nisely 
Shoe Store of 83 South Main Street, 
Wilkes - Barre. Mr. Costello has been 
with the Nisely firm for twelve years 
and comes to Wilkes-Barre, from the 
store in Utica, New York, where he has 
been assistant manager since 1930. His 
wife and three children accompanied 
him here, and they have established 
their residence at 21 North Atherton 
Avenue, Kingston, Pa. 
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Anassfted »» Moan keg 





SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





IDE LINE SALESMAN for Stitchdowns, 
Prewelts, Misses’ McKays, Sports. Poloner 
Shoe Company, 110 West Broadway, New York. 





SALESMEN FOR In-Stock line of geoetes 
priced Sandals, Sport Oxfords and Sli 
made in Massachusetts, as a side line on com- 
mission basis to retail trade. Write stating age 
and lines now carried. Territory open: In- 
diana, Minnesota, Oklahoma, Texas, Kansas, 
Louisiana, Mississippi, Wisconsin. Address 
£452, care Boot & Recorder, 140 Federal 
St., Boston, Mass. 





SHOE FACTORY which produces 4,000 or 
more pairs stitchdowns daily at popular 
prices, seeks capable salesman with following 
amongst Mail Order, Chain Stores and all 
other large purchasers. State qualifications and 
Address 2451, care Boot & Shoe 


references. 
New York, N. Y. 


Recorder, 239 W. 39th St., 





QWANTED: Three young unmarried men with 
Orthopedic selling experience for: 1. Chi- 
cago; 2. Michigan and Ohio; 3. Southeastern 
territories, to sell a new line of men’s, women’s 
and children’s high grade feature shoes being 
introduced by well known welt shoe manufac- 
turer. Address 2449, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





ELL AS A SIDE LINE cork beach shoes, 

straight commission, full particulars, 
Address $453, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y 





FOR RENT 


MIAM.L FLORIDA—Filagler Street, 15 x 50 
For Rent, excellent location for shoe store. 
Inquire owner, Louis Lober, 30 Broad Street, 
New York. 








FOR SALE 


STABLISHED women’s shoe store in down- 
town location of Cleveland, Ohio, featuring 
well known national advertised arch shoes ex- 
clusively downtown. Live customer list. Good 
lease. Reasonable. Wish to sell because of 
other interest. Address 2450, care Boot & 
yon, 5 a 239 West 39th Street, New 
or 








LINE WANTED 


WANTED: Popular Priced Line of Children’s 
footwear for city of Detroit—must be a 
good proposition. rite A. M. Clarkson, 1053 
Lenox Avenue, Detroit, Michigan. 








BUYER: -MANAGER available. Many years’ 
experience in both women’s specialty and 
family shoe stores. New England connection 
preferred. Young, alert, qualified. Can fur- 
nish excellent references. Harry Glickman, 
100 Waterman Street, Providence, I. 





MERCHANTS’ NEEDS 








HEEL REST 


Developed by the 








WE BUY 
lus Wholesale and Reta! 
Tranded Shoes such a 
Walk-Over, Florsheim, Enna-Jettick, Vital 
ity. Arch Preserver, Quality, Bos 
tonians. Stetson, Red Cross, Nunn-Bush, Etc 
IRVIN BUBIN 
“The House of Jobe” 
S88 Reade St., Cor. Church 

Phone Barclay 17-7887 New York Cit 


Entire or Su 
Stocks. Also 








SHOE STOCKS BOUGHT 
Complete or Part 





plastic industry Wholesale or Retail 
wibon sar basruay| || 7S HiaoS Slee ate eta 
. . N.Y. 
winoow cr Telephone WORTH 2-5180-518! 
St. Louis, Mo. 
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« PROFESSIONAL BALLET SLIPPERS ! 


Stock these splendid t 
slippers. They help make * H 
two pair shoe sales.s 
Pair of ballets’ for the ® 
child, a pair of dress ; 
shoes for mother. 


Pink, Son, white satin 
herd 


pee. 
suede nature penne 
Write for " 
AMERICAN TOE SHOE SHOE Co. 
125 W. 45th St., N.¥.C. 
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Named Mfgrs. Association 
Director 


MANCHESTER, N. H.—Roland H. 
Spaulding of the Spalding Fibre Co. 
of Rochester, manufacturers of Spald- 
ing shoe counters, was elected to a one- 
year term as a director of the New 
Hampshire Manufacturers’ Association 
at the organization’s 27th annual meet- 
ing, here. He is a former governor of 
New Hampshire, as is his brother, 
Huntley Spaulding, who is associated 
with him in the manufacturing busi- 
ress. 





Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoe: 
from man jobbers or retailers. 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New Yori 








Phone WOrth 2-5377 and 5378 
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MERCHANTS’ NEEDS 








SHOW 'EM and 
YOU'LL SELL 'EM 
There’s the red e u 


want, shown ri on 
the wall! Hold, & 


Make finding your 
stock a simple ty 
fem. Salesmen nd 
“extras” will sell 





faster, serve more customers. 

Write For Sample 

$2.00 per dozen $21.00 per gros: 
CHARLES = ataint oh & SON, INC. 





47 West 34th St. York City 











Correction 


Through an error, the date line on a 
story on page 43, in the October | 4th 
issue, regarding E. A. Oppenheim’s new 
shoe store, was given as St. Louis. Mr. 
Oppenheim’s store is correctly located 
at 624 S. Olive Street, Los Angz-les, 
Calif. 











address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


Minimum charge, $1.25 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication ™ 
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BOOT anv SHOE RECORDER, October 28, 1939 





Do you need 
HELP? 


Consult the CLAS- 
SIFIED PAGES of 


connections. 





Boot and Shoe Recorder. 


“Road” and “Inside” 
to these pages for worthwhile 


INEXPENSIVE! 
EFFECTIVE! 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
239 W. 39th St., New York, N. Y. 


Men turn 





comparison. 
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Spot Hides Up— 


Futures Easier 
[CONTINUED FROM PAGE 45] 


according to preliminary figures, was 
86,000,000 pairs. This compares with 
48,000,000 pairs produced in August 
and the decline is somewhat more than 
the usual seasonal drop. Based on 
present factory rate of output, October 
production was estimated at 30,000,000 
pairs. The first 10 months of 1939 
will thus approximate 350,000,000 pairs, 
compared with production of 330,704,- 
000 pairs in the first 10 months of 1938 
and 369,632,000 pairs in the correspond- 
ing period of the record years 1937. 


Leather Firmer 


Despite the fluctuations in hides, 
leather prices generally were un- 
changed, although the market was re- 
ported more active than during the 
previous two weeks. Leather markets 
Were stimulated by a U. S. Marine 
Corps award on 70,000 pairs of shoes 
at $3.92 per pair. J. M. Herman Shoe 
Co., Millis, Mass., obtained the contract. 
Sole oak bends, tanner run, were quoted 
41 to 45 cents per pound Boston and 
ops at 37 to 41 cents per pound. In 
Upper shoe leather, chrome calfskin 
average of B and C grades was 44 cents 
per square foot for men’s shoes, 39 
cents for women’s at Boston tanneries. 


Ready Acceptance of 
Custom Features 


Cuicaco, ILL.—Promotion of distinc- 
tive styling in lower-priced shoes pays, 
in the opinion of Harry Silver, of 
O’Connor & Goldberg. One of the best 
responses to any men’s shoe promotions 
in recent years was the result of the 
recent featuring of the O-G Roto Shoes 
at $4.95 and presented as having the 
quality of $6.00 and $7.00 shoes and 
produced with great and good care to 
give that much-sought and expensive 
custom-made look and service. 

The promotion was a response, Mr. 
Silver reports, to a definite demand for 
custom-finished type shoes in the mod- 
erately priced field. A distinctive fea- 
ture of the shoes is the fact that they 
are produced in a distinctive shade of 
rotogravure brown all finished with 
custom details. These shoes are also 
Flexnap lines, which promotion refers 
to as “A new, remarkable, one-piece 
lining that preserves that new-shoe ap- 
pearance and provides that old-shoe 
comfort. The promotion further states 
that flexnap lining also resists the rav- 
ages of bacteria, will not rot, tear, or 
wrinkle, is impervious to perspiration 
and does away entirely with biting and 
blisters.” 

Mr. Silver reports that there has 
been a ready. acceptance of the custom- 
made feature, indicating that men are 
more than ever interested in well-styled 
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The Market Is Calling 


all buyers—wanting the latest and best—tested by 


No other shoe center gives to buyers the chance for 
a choice obtainable in the Marbridge Building. 
When in New York—be neighborly—a welcome 
awaits you on every floor. 
D. S. MACDONALD, Mgr. 


WEST 34th ST. 


Also 1328 Broadway 


NEW YORK 


rather than the conventional 
plain brogues or bluchers that they 
have worn previously. 


shoes 


New Burt Store Opened 


In Atlanta 


ATLANTA, GA.—The new Burt’s Shoe 
Store was opened recently at 29 White- 
hall Street. Located just across Plaza 
Way from the old store of the com- 
pany, and in the new Peachtree-White- 
hall Viaduct Building, this store has a 
floor space of 4,450 sq. ft., and a seating 
capacity of 150 customers at a time. 
Walter Randolph is manager of the 
store, which employs about 20 people. 


Selby Opens Newark Store 


NEWARK, N. J.—Selby Shoe Store 
has been opened at 143 Halsey Street 
in one of the most attractively fur- 
nished stores in the city. John Barry is 
manager. 

Modernly styled with a full-length 
plate-glass entrance and an all-mirror 
back wall, the shop has a concealed 
stock room. A white, mottled marble, 
gold-lettered exterior and an over-all 
floor covering of red, with beige-rose 
upholstered maple frame chairs and 
stools are decorating features. 

One sidewall is papered in a leaf 
pattern tapestry paper. The opposite 
wall is of natural grained wood with an 
inset counter where bags to match the 
shoes and hosiery are soid. 





